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RAPS: FIRE DBPARMENT 


“IT IS INSUFFICIENTLY MANNED. 


Much to Criticise at Pough- 


National Board Representatives Find 
4 keepsie, N. Y. 


While commending the efficiency of 
‘the management of the water service 
© of Poughkeepsie, N. Y., and asserting 
that defective conditions in the works 
"are “being remedied as fast as funds 
‘are available,” representatives of the 
National Board of Fire Underwriters 








{ have little of commendation to say for 
the fire department. 

4 The latter service, they assert, has | 
‘not kept pace with the city’s growth, | 


Organized 1853 


THE HOME 


Insurance # Company 


New York 


Elbridge G. Snow, President 


MAIN OFFICE, 56 


CEDAR STREET 


CASH CAPITAL, $3,000,000 


Assets, January Ist, 1911 

Liabilities (including capital) 

Reserve as a Conflagration surplus 

Net Surplus over all liabilities and reserves 


$30,178,913 
16,349,300 
1,500,000 
12,329,613 


SURPLUS AS REGARDS POLICYHOL DERS, $16,829,613. 


y t | 
ieee nonce is wholly inadequate to the! I neures against loss ot real and personal property, rental income, 
use and occupancy, earned profits and 
commissions by 


Fire, Lightning, Wind-storm, Automobile and 
Inland Transportation Risks 


> tax put upon it. 

; General Summary. 
| A general summary of the declared | 

© conditions in the city is as here por- | 


 trayed: 
| “Population about 31,000. Surface of | 
» the city undulating, few steep grades. | 
" High winds infrequent. Number of fires 
) high, loss per fire and loss per capita 
. Fire-Fighting Facilities. 
| “Water Supply.—Municipal Works; 
"management good; records fairly com- 
» plete. Supply pumped from river to 
‘filter plant; repumped through single | 
‘force main to distribution system, with 
equalizing reservoir holding 5 days’ sup- 
ply. Pumping capacity adequate; sta- 
‘tion contains little combustible ma- 
‘terial; protection fair. Consumption 
Moderate. Pressures low in mercantile 
‘district; fair to good in manufacturing 
"sections; very poorly maintained under 
Pfire draft. Main arteries too small; 
‘girdironing poor; many 6-inch mains 
poorly supplied. Pipes in gooa condi- 
ition. Gate valves in poor condition: 
Pspacing mainly fair, but wide in some 
ons. Many hydrants too small; in 
§good condition, and spacing good. 
» “Fire Department.—Volunteer basis, 
Swith full paid drivers. Supervision un- 
“satisfactory. Financial support weak. 
»Location of companies only fair. Ladder 
"and chemical apparatus sufficient. En- 
igine capacity deficient. Hose supply 
bg00d; facilities for drying hose unsatis- 
factory. Minor equipment fair, appli- 
Mances for the handling of powerful 
reams insufficient. Drills and inspec- 
Hons of little value. Fire methods only | 
f Response to alarms poorly ar-| 
fanged. Records mainly satisfactory. 
» “Fire Alarm System.—No separate 
re alarm system. The police signal- 
g system and telephones used as 
pans of sending in alarms of fire. 
' “Fire Department Auxilliaries—New | 
PState fire marshal law. Fire marshals’ 
Wuties previously performed by the chief 
"of the fire department, assisted by the 
Molice; few incendiary fires in recent 
s: one arrest. Police co-operate 
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Since 1866, when the North British 
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‘PLAYS GLAIM-PAYING METHODS 


| HOTCHKISS DEMANDS REFORMS. 


Report on General Accident of Phila- 
delphia Shows Up Adjusting 
Practices. 


The expected report on the affairs of 
|the United States Branch of the Gen- 
eral Accident Fire and Life Assurance 
Corporation of Scotland, has at last 
been made public in the form of a me- 
morandum by Superintendent of Insur- 
ance Hotchkiss of New York, 
the findings of the department’ 
ners who have been 
General ‘Accident’s offices in 
phia for some time. This mem 
of Superintendent 
adopted by the special committ on 
industrial and health insurance of the 
National Convention of 


based on 
s exami- 
working in the 
Philadel- 
orandum 


Hotchkiss has been 


Insurance Com- 
also to that 


next 


missioners as its report 
body, which meets in Milwaukee 
week. 

Although the superintendent finds 
much to criticize in the met! 
ducting the industrial department, he 
shows that the canal ity was not 
upon the shoulders of any one person, 
| but was distributed all the way from 
the manager of the industrial depart 
ment down through department heads, 
general agents and sub-agents The 
point emphasized by the report is that 
adjustments of claims were made with 
the idea of “beating down” the policy- 
holders. The fact that many of those 
connected with the industrial depart- 
ment of the company had contracts 
j}under which they participated in the 
net returns of their offices, was suffi 
cient explanation in 
tice criticised. 

Profit-Sharing Blamed. 

Although Franklin J. Moore 
United States manager of the Gene 
Accident, C. H. Boyer was in cor 
control of the industrial department 
and not under the supervision 
Moore Under his profit-shari 
tract, Superintendent Hotchk 
that Mr. Boyer rec 
addition to his salary 
company had for this de 

ween 400 and 500 I 
der whom there ij 
ors and sub-agents 


10d of con 


itself for the prac- 


elved $14.5 


honiedan was at least 
portant 
Accident Made Classificati on 
The superintendent criticises 
the provisions of the ir str 
cy, saying that they are “i: 
be protective, rather than in 1 
cases, availed of.” The special clause 
to which he directs attention are the 
change of occupation, late notice, ex 
posure to obvious risk and accumula 
tion clauses. He cites specific cases of 
the method of handling adjustments 
| wherein these clauses figure, the first 
| one cited involving the change of occu- 
pation clause. The assured in this 
case, who lived in New Hampshirs 
(Continued on page 19.) 
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LIFE INSURANCE DEPARTMENT 














DIVIDENDS SHOW INCREASE 


EXPENSES MATERIALLY REDUCED. 








Superintendent Hotchkiss Strongly Com- 
mends Present Condition of Life 
Insurance Business. 


In issuing Part II. of the annual re- 
port of the New York Insurance Depart- 
ment, William H. Hotchkiss refers to the 
increasing dividends paid to policyhold- 
ers, the lowering of expenses and the de- 
crease in forfeited policies, and con- 
cludes that “the business of life insur- 
ance, taken as a whole, is at the present 
time being conducted on a higher plane 
and is on a more sound and satisfactory 
basis from all viewpoints than ever be- 
fore.” 

We quote from the report as follows: 

“The statistics as compiled show that 
the assets of the New York and other 
States companies were $3,693,248,328, an 
increase over the previous year of $225,- 
773,507, of this increase $112,334,583 be- 
ing in New York State companies. The 
liabilities of the various companies, ex- 
eluding gross surplus and special fuads, 
were $3,494,714,255, of which $2,062,871,- 
591 was in Nev York companies. The 
gross surplus and special funds amount- 
ed to $198,534,073, of which $81,342,070 
was ia New York companies. 

“The total income was $716,652,736, of 
which $388,708,565 was in New York com- 
panies, an increase over 1909 of $7,840,- 
439, the total gross increase for all com- 
panies being $25,517,610. The disburse- 
ments for the year are shown to have 
been $495,365,049, of which $365,790,650 
was paid to policyholders, while the cost 
of management, including dividends to 
stockholders, was $129,574,399. 

“New York companies issued 382,941 
‘ordinary’ policies in 1910, insuring $678,- 
006,384, as against 342,707 policies issued 
in 1909, insuring $576,108,902. Com- 
panies of other States in 1910 issued 
364,987 policies, insuring $757,834,872, 
while in 1909 they issued 352,415 policies, 
insuring $708,133,145. Compared with 
1909, it appears that there were 51,906 
more policies issued last year and the 
amount of insurance written increased 
$151,599,209. There were 882 more poli- 
cies terminated in 1910 than in 1999, 
while $7,635,005 less insurance was ter- 
minated. 

“The total number of ‘ordinary’ poli- 
cies in force on December 31, 1910, was 
6,050,617, insuring $11,669,700,062, an in- 
crease in policies over 1909 of 321,740 
and in insurance $622,451,317. 

“The business in force in the State of 
New York and transacted therein during 
the past year by all life insurance com- 
panies of this and other states, includiag 
‘industrial’ business, wags as follows: 
Policies in force, 5,803,784, insuring $2,- 
563,052,465; policies issued, 925,963, ia- 
suring $363,263,781; an increase in in- 
surance in force of $135,198,259 over 1909, 
and a decrease ia insurance written and 
paid for of $8,756,689. 

“The total receipts of the Department 
for the fiscal year ended September 34, 
1910, were $506,389.94; the total expendi- 
tures were $276,019.05, an excess of re- 
ceipts over expenditures of $230,370.89, 
which was covered into the State treas- 
ury. 

“The par value of the securities, held 
on deposit by the Department on Decem- 
ber 31, 1910, belonging to the various 
insurance companies required by law to 
make such deposits, was $28,254,410. 

“The results of the life insurance busi- 
mess for the year 1910 show a continu- 
ance of the improvement that has been 
steadily maintained since 1907. This im- 
provement was perhaps more marked in 
1910 thaa during any of the preceding 
years. While the amount of insurance 
issued during the year does not show any 
extraordinary increase, the large ia- 





crease in insurance in force indicates a 
most gratifying and healthy business 
condition, showing as it does the sta- 
bility of the risks acquired and increas- 
ing persistency on the part of the policy- 
holders. 

“The material increase in the amount 
actually paid to policyholders in divi- 
dends and also in the amount of the 
funds apportioned to dividends payable 
during the current year, the lowering of 
expenses and decrease in forfeited poli- 
cies are among the more important fac- 
tors that go to prove that the business 
of life insurance, taken as a whole, is at 
the present time being couducted on a} 
higher plane and is on a more sound and | 
satisfactory basis from all viewpoints 
than ever before.” 








ALEXANDER McKNIGHT’S DEATH. | 


| 





Vice-President of Fidelity Mutual Suc- 
cumbs to Bright’s Disease Follow- 
ing Long Illness. 





Following an illness extending since | 
October, Alexander McKnight, vice- | 
president of the Fidelity Mutual Life, | 
died at his home in Philadelphia dur- | 
ing the past week, his death being due | 
to Bright’s disease. 

Mr. McKnight was born in Philadel- | 
phia August 25, 1856, and following | 
several years in business and teaching | 
joined in the founding of a school of | 
stenography at 920 Chestnut street. In | 
1884 he sold his interest in the school 
to become an agent of the Fidelity 
Mutual Life, subsequently being ad-| 
vanced to the post of superintendent of | 
agencies. He was elected to the posi- 
tion of vice-president in 1894. 

Mr. McKnight for many years was a 
capable and faithful lieutenant to 
President Fouse in the management of 
the Fidelity Mutual. 





Southland Life’s Progress. 





The Southland Life of Dallas, Texas, 
made a good showing for the first half 
of 1911. The Company started the sec- 
ond half of the year with insurance in 
force amounting to $10,230,032, which 
is a fine showing, considering business 
was commenced April, 1909. The Com- 
pany’s agency organization is now pro- 
ducing at the rate of half a million dol- 
lars of new business per month. 

The half year’s business of 1911 is 
represented by an increase in mortgage | 
ioans from $307,594 to $460,009. In- 
crease in assets from $589,728 to $661,- 
835. Increase in reserve for the benefit | 
of policyholders from $128,925 to $216,- | 
168 and an increase of nearly two mil- | 
lion dollars in insurance in force. Total | 
death claims paid since organization, | 
$83,761, equivalent to 55 per cent. of the | 
expected. The Company is operating | 
in Arkansas and Texas, equal in area to 
five ordinary States. 





Equitable (of San Antonio) Items. 





The demand for commercial insurance | 
is growing steadily with the Equitable | 
Life of San Antonio, Texas. Among 
others, the business manager of a new | 
amusement enterprise has just taken out 
a $25,000 policy for the benefit of those 
associated with him in that business. | 

That field men generally are anticipat- | 
ing a harvest of applications this next 
fall and winter in Texas is evident. 
The Equitable Life is making many new 
agency contracts and notes a marked 
awakening of interest in insurance 
work. It has been the aim of the Com- 
pany to not only give its field men at- 
tractive goods to sell, and to pay them 
all the rates will allow for selling them, 
but also to give the men every en- 
couragement and facility—to keep close | 
to them and make them feel like mem- 
bers of a big family, and to not merely 
push the men but to pull with them. | 
The result is that its field force is a/ 
loyal, enthusiastic and contented body 
of producers. | 


— 









The Agent’s Good 





is the Company’s good. We act on this belief. Lowest 


net cost to policyholders. 


New and better policies, 


Good territory now open in several states. 


THE UNION CENTRAL LIFE 


Insurance Company 


OF CINCINNATI, OHIO 
ADDRESS: 


JESSE R. CLARK, President 


ALLAN WATERS, Sup’t of Agents 








The State Life Insurance Company 


INDIANAPOLIS 
Not The Oldest--Not The Largest--Just The Best 





NINE MILLION DOLLARS 
Deposited With The State of Indiana 
For The Sole Protection of Policyholders 





OUR COMPLETE PROTECTION POLICY 


event of Accidental Death. 


Protects against Natural Death, Doubles the Payment in the 
Provides for Suspension of Pre- 
miums without Forfeiture in the event of Total Disability 





THE MOST DESIRABLE POLICY FOR ALL AGES 


Good Territory and 





Remunerative Contracts 
for Men Who Can ‘“‘ Do Things’”’ 


Address CHARLES F. COFFIN, 


2nd Vice President 
1231 State Life Building 














The Northwestern 
Mutual Life Insurance Co. 
of Milwaukee 


GEO. C. MARKHAM, President 
A. 8. HATHAWAY, Secretary 


New Business Paid-For 





1906 $93,563,452 
1907 102,283,634 
1908 109,685,428 
1909 113,716,188 
1910 119,229,233 
Each year larger than any in the 
previous history of the Company. 

Cc 1858. 











[ NSURANCE MEN will note the signifi- 

cant increase in The Northwestern’s 
new business ¢ . 
M4. a 8 a. \ the follSwicg oa 
centages: icles ts 








1910 10.90 58 4.86 

It is capable of easy demonstration that 
The Northwestern is the best Company to 
insure in. 

See The Northwestern’s new (1910) policy 
contract with its Dividend Options, Paid-up 
and Endowment Options, Options of Settle- 
ment and the Premium Loan features. 

Issues Partnership and Corporation In- 


surance. 
For further information or an Agency, 


address 
H. F. NORRIS, 
Superintendent of Agencies. 

















FIRST IN BENEFITS TO POLICYHOLDERS 





MAXIMUM 
DIVIDENDS 


MINIMUM 
NET COST 


THE MUTUAL LIFE 


Insurance Company of New York 


For terms to producing agents, address : 


GEORGE T. DEXTER 





PAID POLICYHOLDERS IN 1910 


$56,751,062.28 


APPORTIONED FOR DIVIDENDS IN 1911 
$13,539,333.07 





2nd Vice President 


34 Nassau Street 


New York, N. Y. 
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AUTOMATIC PREMIUM LOANS 


RESPECTIVE MERITS DISCUSSED. 








Canadian Company Penalizes Practice 
With Extra Four Per Cent. 
Interest Charge. 





(Contributed) 
The writer, having contributed an 





article to The Eastern Underwriter of | 


July 27 upon the above subject, has 
read with interest the communication 
of Franklin B. Mead in the issue of Au- 
gust 3d, contrasting the “results of 
practical experience” with the “deduc- 


tions from abstract reasoning” as con- | 
tained in the contributed article refer- | 


red to. In other words, Mr. Mead cites 


the experience of a prominent Cana- | 


dian company with Automatic Premium 
Loans as presented by the actuary of 
the company in the Transactions of 
the Actuarial Society of America of 
May, 1909. The statement of that actu- 
ary is referred to in The Eastern Un- 
derwriter as “highly commending the 
automatic loan feature.” On the con- 
trary, had that statement been quoted 
in full, it would have been found fully 
confirmatory of the “deductions from 
abstract reasoning” contained in the 
contributed article of July 27th. 
Deductions Confirmed. 

In the latter article the writer claim- 
ed that the automatic loan method of 
extended insurance had a tendency to 
encourage the making of policy loans, 
which all companies aim constantly to 
discourage. When the insured knows 
that if he fails to pay an accruing pre- 
mium it will be charged up automati- 
cally as a loan against the policy, and 
that subsequent premiums will be taken 
care of in the same way, without ac- 
tion on his part, so long as the loan 
value is sufficient for the purpose, 
there is danger that he will carelessly 
drift along, paying no premiums at all 
until his policy becomes over-burdened 
with loans and is permitted to lapse; 
whereas, had it been necessary for the 
insured, in order to secure such exten 
sion, to go through the process of ob- 
taining a loan of the required amount 
in the regular way, no loan at all would 
have been made in many cases, or the 
loan of a single premium would have 
been repaid at a later date, or the pay- 
ment of premiums would have been re- 
sumed, before the policy became over- 
burdened. The soundness of this view 
is fully confirmed by the introductory 
remarks of the actuary referred to. As 
these clearly set forth the objections 
to the automatic loan feature as in uni- 
versal use in the United States, they 
are here quoted in full: 

Points Out the Danger. 

“I think most of us will agree that 
there is one danger in connection with 
such a system; that danger is that per- 
sons may take advantage of the system 
to a greater extent than is wise if it is 
made too easy, and the rate of interest 
made too low. If the rate of interest 
were put at five or six per cent., or at 





AGENCY A 


Part I.—Agency Arguments. 

Insurance for Bachelors, Men of Means, 
Debtors and Creditors, Partners, Women 
and others. 

Objections to Life Insurance. 

How Much Insurance Should a Man Have. 

Insurance on Life of Another. 

Collective Insurance. | 


Annuities. 
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the same rate as a man could get the 
loan “by signing the regular policy loan 
agreement, there would be some temp- 
tation for him to say, ‘Well, my pre- 
mium is due now, it is not convenient 
for me to pay so I will let it run for a 
few weeks or a few months until it is 
more convenient; I have to pay only 
five per cent. Money is worth that to 
me just now and I will let it run.’ The 
result of such a course is a tendency 
for the policy to become loaded up 
with overdue premiums and debt by 
mere carelessness almost before the 
assured realizes it. 


Originated in Australia. 

“About the time we introduced the 
plan, fifteen years ago, I made inquiries 
in Australia where the system origi- 
nated, and the manager of one of the 
Australian companies wrote me that 
the system had become universal there, 
but that as the companies by the 
stress of competition had reduced the 
rate of interest to, I think, seven per 
cent., it had become, as he put it, the 
curse of Australian life insurance; be- 
cause of the low rate of interest per- 
sons were tempted to take advantage 
of the provision too easily and premi- 
ums got into arrears. The original 
idea in Australia was that there should 
be charged a sufficiently high rate of 
interest, ten per cent., to deter people 
from taking undue advantage of the 
provision. We do not need to go as far 
as Australia, however, to find an ‘n- 
stance of trouble arising from too low 
an interest charge, because the Barba- 
dos Mutual, a good and old company in 
the Island of Barbados, established in 
1840, has had this system many years 
and charges only six per cent. on the 
debts. The result has been that the 
overdue premiums, which under the 
system have been advanced as loans 
upon the policies. now amount to some- 
thing like forty-five per cent. of the 
total assets of the company—an abso- 
lutely unreasonable amount. What is 
the cause? Nothing more nor less than 
two things; first, that they charge only 


six per cent. on those automatic loans; 
and second, that for a while there was 
a business depression in the sugar in- 
dustry. 
A Ten Per Cent. Charge. 

“When we introduced the system in 
Canada we decided that there was just 
this one danger that we had to guard 
against, so we named six per cent. in- 
terest, but we also put a very strong 
clause in our policies providing that an 
extra four per cent. was to be paid, 
making ten per cent. in all. That extra 
four per cent. is for the extra trouble 
to the company, and as compensation 
for the privilege extended to the 
policyholder of paying up and reinstat- 
ing his policy at any time without any 
medical examination. We have had a 
great deal of pressure brought to bear 
upon us to reduce the total rate to six, 
seven or eight per cent., but have set 
our faces against any reduction. It is 
not a mere question of getting a little 
extra money; we consider that if the 
rate were reduced to six per cent. for 
instance, it might destroy the value of 
the whole provision, which then, in- 
stead of being a benefit, might become 
a great danger. We use every possible 
effort to induce the policyholders to re 
instate their policies, notifying and 
keeping in touch with them, and allow- 
ing them to pay up in instalments, with 
the result that we have succeeded in 
saving an immense number of policies 
that otherwise would have been lost. 

Bookkeeping a Factor. 

“There is another reason why we 
should charge something more than six 
eper cent. There is an immense amount 
of work involved; an investment of a 
half-million of bonds would involve 
very few entries in the books in a year, 
while our half-million in automatic 
loans keeps nine clerks busy all the 
time looking after the small payments. 
Also from the standpoint of the assur- 
ed our practice should seem entirely 
reasonable. We protect him against 


his carelessness or oversight; if he is 
away in England, or if he is ill, when 
his premium becomes due, he is pro- 


| 

| tected and does not suffer. Moreover 
| he has the right to reduce the rate of 
| interest to six per cent. at any time 
| by simply signing a regular loan agree- 
ment; but if he does not do that, if he 
| Simply does nothing and lets everything 
| Slide, then we say, ‘You must pay for 
|}your carelessness by the extra four 
| per cent. until you do sign the loan 
|agreement and deposit your policy.’” 

Penalty Itself Prohibitive Here. 

It will be seen that the experience 
of the Canadian company cannot be 
taken as a criterion by our American 
companies, since the latter do not in- 
clude in their loan provision the restric- 
|tions enforced by the Canadian coim- 
|}pany, and upon which the actuary 
| quoted places great emphasis. The ex- 
| perience of the Australian companies 
|as cited by the actuary, and more es- 
| pecially that of the Barbados company, 
|may be taken as examples of what our 
| American companies may expect from 
| this feature when incorporated in their 
policies without restriction. With a 
penalty of 4 per cent., as used by the 
Canadian company, fixing the total in- 
terest at 10 per cent., the making of 
such loans is perhaps sufficiently dis- 
couraged; and, when resorted to at all 
under that restriction, such loans are 
not likely to be increased by including 
later premiums, if the insured has any 
intention of keeping his policy in force. 

Experience Not Conclusive. 

Even with this restriction, however, 
the experience of the Canadian compa 
ny is not conclusive. That experience 
shows that in fifteen years 24,446 loans 
were made on the automatic plan. At 
the end of that time premiums in ar- 
rears had been repaid in less than one- 
half of that number. With an interest 
rate of 10 per cent., it 1s probable that 
there have been many more reinstate- 
ments at an early date than there 
would have been under a five or six 
per cent. rate. Again, the experience 
shows that, notwithstanding this re- 
striction, about 25 per cent. of the loans 
made within that time have been abso- 
lutely forfeited; while over 20 per 
cent. of the loans are still running 
with the probability of more forfeit- 
ures. 

It is submitted that the able paper 
contributed by the actuary quoted is a 
very strong argument against the auto 
matic loan feature, as operated in this 
country. 





Organizing the Territory. 





F. J. Combe, president of the Equita- 
ble Life of San Antonio, Texas, recent- 
ly returned from a trip to the Coast 
and Rio Grande sections, during which 
he arranged for a strong agency at 
Corpus Christi. He also spent some 
time in assisting to organize the 
Brownsville agency, which is in charge 
of Manager Molette. During a brief 
respite from business which he spent 
fishing, Mr. Combe landed a fine tarpon. 

Messrs. Clarkson and Alarco, who 
have charge of the Coast district, sent 
back some nice applications with their 
signed contract. 

















<a) | ARE YOU AMBITIOUS? 


THE FRANKLIN has a splendid 
opening in its HOME STATE for a 
first-class producer. 


INVESTIGATE TO-DAY! 





“One to-day is worth two to-morrows ” 
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PASSING OF A BIRTHPLACE 


PRUDENTIAL NOW AND THEN. 








Demolition of Newark Building Calls 
Attention to One of World’s Great 
Institutions. 





Over in Newark they are staging the 
Great American Drama; not a drama of 
fancy, but a drama of fact, of American 
big business, that is stranger than any 
of the tales of Aladin. On the corner 
of Mechanic and Broad streets, there 
stood until recently the old building of 
the National State Banking Company. 
In the little basement there, down a few 
steps of wobbly stairs, there gathered, 
thirty-six years ago, a half dozen earnest 
young men who were possessed by 4 
great idea. They put their heads to- 
gether literally, and listened eagerly as 
one or another flashed a new thought, 
and the plan grew and grew until they 
were almost afraid to admit to them- 
selves the scope of the thing they had 
undertaken. 

There was one among them, a spare, 
keen featured man, with deep piercing 
eyes, the eyes that have visions of Em- 
pire. He it was who, following extend- 
ed investigation abroad, supplied the 
germ of the idea, and he it was who 
heard all the others out, and then went 
and did the thing as he saw it—and 
somehow it was always the right thing. 
Now there is a great hole in the ground 
just where these men sat around a little 


table peering into each other’s eager 
faces. The little meetings would have 
been forgotten long ago, bui the idea 
grew into a great thing and became 
bigger than any of the men who gave 
it birth. At first the idea was given 
the name of the Prudential Friendly 
Society, but now, in its maturity and 


full power, its name is on the lips of 
all the civilized races of the earth, and 
it has the “Strength of Gibraltar.” 


Tnese are thirty-six years of history 
that cannot be allowed to pass without 
notice. You can stand on the pavement 


where this handful of men parted after 
their meetings and went their several 
ways to scatter an idea that has be- 
come the great Prudential Insurance 
Company of America. You can stand 
now where there is only a hole in the 
ground, and look down Broad street to 
the greatest granite pile in the State of 
New Jersey, which now the home 
Office of that idea. There is a pretty 
sentimental interest too in the fact that 
simultaneously with the demolition of 
the first meeting place of the company 
it celebrates the completion of a great 
addition its collection of buildings, 
which occupies both sides of a whole 
street, and fronts on two others. 

While the group of buildings forming 
the home of the Prudential present an 
imposing array the “milk in the cocoa- 
nut” ‘is the great organization domiciled 
therein and extending throuchout the 
country 

The “idea” has developed to a point 
where it has over nine and a half mil- 
lion policies in force for a total insur- 
ance of $1,851,000,000: its total payment 
to policvholders, plus the amount held 
at interest to their credit, aggregate 
over $408.000,000: during the past 
twenty years the Company has paid vol- 
untary dividends to old policyholders, 
in additional payments and other con- 
cessions not stipulated in original con- 
tracts, over $15,500,000; it has voluntarily 
aided to Industrial policies in force 
extra life insurance amounting to over 
$24,000,000, 

The Company has total assets of $227.- 
1,902. Of this its reserves, legal and 
special, amount to $178,159.197: ap- 
portioned from the surplus to the credit 
of participating policies $23,830,343: sur- 
plus of assets over liabilities $18,676,991. 

During the year 1910, the Company’s 
paid-for business amounted to $462.029.- 
728, and its net gain in insurance in 
force was $16,397,543: its payments to 
policyholders $24,301,677. 


is 


to 


An idea of its growth may be obtain- gust 7th, having written its first policy 


ed from the following fire-year com- 





parisons: 

Year. Assets. Liabilities. Surplus. 
1880. $168,154 $71,170 $96,984 
1885. 1,040,816 635,827 404,989 
1890. 5,084,895 3,741,021 1,343,874 
1895. 15,780,154 12,470,317 3,309,837 
1900. 40,599,992 34,189,860 6,410,132 
1905 .107,473,057 91,383,083 16,090,024 
1910.227,001,002 208,324,012 18,676,990 

Total Insurance Paid 

Year. Income. in Force. Policyh’s. 
1880. $271,922 7,347,892 $57,256 
1885. 40,266,445 418,622 
1890. 139,163,654 1,754,898 
1895. 585,538 303,130,155 3,915,491 
1900. 24,306,394 604,230,809 7,200,453 | 
1905. 49,303,422 1,170,279,661 14,325,816 
1910. 74,257,635 1,851,258,349 24,301,677 


Yes, the passing of the old building 
at the corner of Mechanic and Broad 
streets, Newark, may be of but passing 


interest to the average citizen of that | 


city, but it was the birth place of an 
institution 
any other to make the name of the city 
known and honored throughout the 
world. 





STATEMENT CHALLENGED. 





Actuary Cathles of Southwestern Life 
Refers to Contributed Article in 
Eastern Underwriter. 





Lawrence M. Cathles, secretary and 
actuary of the Southwestern Life of 
Dallas, Tex., has addressed a letter to 
this office, published herewith, which is 
self-explanatory. In connection there- 
with we may state that the article in 
question was “contributed.” such nota- 
tion being made at the time of publica- 
tion. Mr. Cathles’ letter is as follows: 

“In the article. which appeared in 
your issue of June 15, it is stated that 
‘four of the five oldest home companies 
have written special board contracts 
liberally and the other is on a basis of 
reserve lower than the lowest in the 
United States.” The Southwestern Life 
was organized in 1903, and is thus the 
second oldest company in Texas. Since 
July, 1907, its policies have been issued 
upon a 3% per cent. basis and on De- 
cember 31, 1910. its total policy reserve 
of nearly one million dollars was almost 
equally divided, nearly one-half heing 
on a net level premium hasis, and the 
remainder on the preliminary term 
basis. 

“The Southwestern 
Company has never, so far as T can 
find, issued any ‘special hoard con- 
tracts.’ The basis of its poliey reserve, 
as above described, is certainlv not ‘the 
lowest in the Tnited States.’” 4 


Life Insurance 


July Banner Month for Florida Life— 
Home Office Building Well 
Under Way. 








The field force of the Florida Life. 
which operates in Florida and South 
Carolina under the general manage- 
ment of Frank A. Wilbur and R. Howard 
Gamble, made a record production for 
the month of July, the amount of busi- 
ness produced being $729.500. of which 
amount over $500,000 was issued and 
delivered from the home office. 

The new eleven story home office 
building is now in course of construc- 


tion, and is well located in the com- 
mercial center of Jacksonville. The 
Florida Life exnects to occupy this 


structure some time the first of next 
year, and will have adequate quarters 
to handle its growing volume of busi- 
ness. The building will be modern in 
every particular and will be an orna- 
ment to the city as well as a monument 
to the enterprise of the management 
of the Florida Life. 





JEFFERSON STANDARD LIFE. 





Showing of Company on Fourth Anni- 


versary Highly Satisfactory to Its 
Management. 





The Jefferson. Standard Life of Ra- 
leigh, N. C., was four years old on Au- 


which has done more than | 
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Incorporated as a Stock Corpany by the State of Illinois 






Oss OFFICE 
Fifth Floor, Tacoma Building, Chicago 


The ONLY Life Insurance Company operating through 
BANKS OF DEPOSIT which prepares the 
field for you—MR. AGENT 
WHY don’t you write the Company AT ONCE ? 





ae! 








on August 7th, 1907. At that time it 
commenced business with $500,000 cash 
capital and surplus paid-in, its total 
cost of organization being less than 
$5,000, or less than 1 per cent. 
the stock was placed by P. D. and Chas. 


All of | 


W. Gold, the 1st vice-president and sec- | 
retary, respectively of the Company at | 


this time. 

The condition of the Company after 
four years as given in the semi-annual 
report of June 30th, 1911, shows an in- 
crease of gross assets to over $946,000, 
with insurance in force of over $10,000,- 
000. The annual income is approxi- 


mately $1,500 per day for every work- | 


ing day in the year. 
The policyholders reserve on June 
30th was over $455,000, with gross sur- 


plus to policyholders of over $487,000. | 


The Company, which is well and con- 
servatively managed, is operating in 
five of the Southern States, with 
splendid prospects for business. 





mame 


EXCELLENT OPPORTUNITY 


FOR 
Direct Agency Contract 








Field workers whointendto 
make a permanency of the business 
are wanted for several pieces of ex- 
cellent territory. Direct contracts 
with exclusive control of the ter- 
ritory, and with liberal first year 
and renewal commissions, will be 
made with first-class men who will 
give their entire time to the busi- 
ness. For particulars address: 


THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY NEW YORK 











BUMPER CROPS IN TEXAS 


Are assured this year 


TEXANS NEED INSURANCE 


And have the money to pay for it 





Oldest and Strongest Texas Company 


Southwestern Life Insurance Company 


DALLAS, TEXAS 








W. 8. MITCHELL, President 


$1,000,000 Paid-For Business In First Six Months 


IS THE SPLENDID RECORD OF THE 


Mississippi Valley Life Insurance Company 


OF LITTLE ROCK, ARKANSAS 


A. E. MOORE, Secretary 





If you are a live, energetic, responsible life insurance solicitor, and desire a district 
agency, address the Home Office, 











J. T. SCOTT 


Treasurer 


J. S. RICE 
President 





Gireat Southern Life Insurance Company 


HOUSTON, TEXAS 





/SIX MILLION DOLLARS 


Insurance written first year over 
| 





New Insurance Written During 1911 


January $627,400 
February 600,400 
March 655,585 
J#® April . 1,135,150 $3,018,535 


ADMITTED ASSETS 
$1 ,038,051.16 


We want good men to represent a good 


Company. Address 





O. S. CARLTON, Vice President 
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POLICY LIBERALIZATION 


REACHED? 





HAS ‘LIMIT BEEN 





Question as to Real Value of Some 
Latter-Day Features—Legislation 
An Aftermath. 





The statement is often made that 
the various liberal provisions of the 
modern life insurance policy, as com- 
pared with contracts written 50 and 60 
years ago, have been brought about by 


competition. This is largely true, al- 
though some beneficial changes may be 
attributed to original legislation. The 
latter, however, has oftener been ef- 
fective in merely enacting into law the 
liberal features originally introduced 
by some of the more progressive com- 
panies. 

It is probable, however, that compe- 
tition has been instrumental in intro- 
ducing into the modern policy many a 
so-called liberal feature that might bet- 
ter have been omitted. Non-forfeiture 
is commonly understood to have been 
introduced originally by certain pro- 
gressive companies, followed subse 
quently by legal enactments, first in 
Massachusetts and later in other 
States, enforcing surrender values in 
some form upon all companies. Though 
such enactments have rarely if ever 
gone to the extreme of enforcing un- 
wise or impracticable requirements, 
the companies themselves, in their de- 
sire to excel others in liberality, have 
in some cases drawn very near to the 
danger line. 

Infringement Upon Persistent Policy- 
holders. 

Non-forfeiture is indispensable. To 
oblige the man who ultimately finds it 
impossible to continue his premium 
payments to forfeit all interest in his 
accumulations, would be intolerable. 
Keeping in mind, however, the original 
purpose of life insurance, that purpose 
would be best served by limiting the 
rights of the withdrawing policyholder 
to paid-up value. The right to surren- 
der a policy for cash defeats in toto the 
original purpose of life insurance by 
robbing the widow and orphan of even 
the little provision in paid-up insur- 
ance to which they had become enti- 
tled. It may not be much but it would 
help toward funeral expenses. 

Owing to the tendency of sound lives 
to withdraw, the cash value is to some 
extent an infringement upon the rights 
of persistent policyholders, who make 
life insurance possible by maintaining 
their policies in force. Paid-up insur- 
ance, if non-participating, could be 
safely allowed without wrong to re- 
maining members. On the other hand, 
it must be remembered that cash 
values in the later years, by serving as 
a provision for old age, are in line with 
the beneficent purpose of life insur- 
ance. 

Exacting Surrender Charge. 

Although cash values prior to old 
age tend to defeat the primary purpose 
of life insurance, it may be conceded 
that they may be safely allowed when 
a sufficient surrender charge is exact- 
ed. The laws of the States and the 
practice of most companies have re- 
cognized this principle. These, in order 
to discourage withdrawals and in a 
measure to protect the rights of per- 
sistent. members, generally exact a 
moderate surrender charge until the 
10th or 15th year. Two or three com- 
panies, however, while forfeiting the 
entire reserve for the first and second 
years, make no surrender charge there- 
after. This is an extreme to which 
legislation has not _ resorted, and 
against which actuarial opinion is al- 
most universally arrayed. 


‘Loan Values. 


The evil of loan values has been 
abundantly commented upon in the 
last three or four years. The danger 
of granting loans “at any time” within 
the cash value in a period of panic is 
conceded. The companies themselves, 
not the law, are responsible for the 
right to demand such loans without de- 
lay. Without doubt a financial depres- 





sion of greater stringency and longer 
duration than that of 1907 is within the 
probabilities. In that event the weaker 
companies might easily be driven to 
the wall by being forced to convert 
their securities into cash, at a time 
when they could be sold only at a tre- 
mendous sacrifice, in order to meet the 
demand for loans. Enormous loss 
would be entailed also upon the strong- 
er companies, even though their finan- 
cial solvency might not be endangered. 
Even in 1907, the obligation to grant 
loans upon demand, by absorbing all 
available income, deprived the compa- 
nies of the opportunity to buy first 
class securities at sacrifice prices. In 
these respects, unlimited loan values 
and cash values have a like effect. 
Competition is chiefly responsible for 
the failure of many companies to in- 
clude the 90 day clause in their con- 
tracts. 
Real Purpose of Loans. 

The loan value is extolled because 
of the fact that men have in some in- 
stances been saved from bankruptcy 
by being able to borrow upon their 
policies, when money could be had no- 
where else. On the other hand, in the 
vast majority of cases such loans have 
never been repaid and the protection 
of the widow and orphan has been sac- 
rificed. Often the sacrifice has been 
made in vain, for it has merely ena- 
bled the borrower to sink this small 
provision, which he had made for his 
family, with the rest of his estate in 
= general ruin which has overtaken 

m. 

The loan value in every instance 
should be conserved for ‘one purpose 
especially—the payment of an accru- 
ing premium. For this use it might 
well be allowed at the end of the first 
year in order that the protection (the 
primary purpose of life insurance), 
which might otherwise have to be 
abandoned, could be carried through a 
period of temporary depression. 





OPTIMISM AND ENTHUSIASM. 





Predominant Features at Annual Meet- 
ing of International Life—Old 
Officers Re-elected. 





The annual meeting of the stockhold- 
ers of the International Life of St. Louis 
was held August 8 at which time 9,454 
out of 12,000 shares of stock were rep- 
resented. The proceedings were charac- 
terized by a spirit of optimism and en- 
thusiasm, and plans were discussed for 
the further extending of the company’s 
operations. 

Only two changes were made in the 
board of directors: S. W. Jurden, presi- 
dent of the First National Bank of 
Wellston, and R. V. Taylor, vice-presi- 
dent and general manager of the Mo- 
bile & Ohio Railway being elected to 
succeed W. H. O’Brien and Geo. P. Mur- 
rin retiring. 

The new board organized the follow- 
ing day and re-elected Massey Wilson, 
president; J. L. Babler, vice-president 
and general manager of agencies; J. P. 
Hinton, vice-president; W. F. Grantges, 
secretary; Harry M. Rubey, treasurer, 
and Dr. E. A. Babler, medical director. 

The International expects to close the 
year with $20,000,000 of business in 
force. 





The Four-Power Man. 





He is the man who gets business 
through— 

The power of initiative, 

The power of persuasion, 

The power of endurance, 

The power that overpowers—person- 
ality— ; 

He finds out what you need— 

He géts your mind on the subject— 

He holds you to it; he convinces you 
that you are right. the minute you agree 
with him, and he gets your business 
then and there— 

He is an inspiration to every man who 
does business with him.—Business and 





"THE general agent is making a profit on every case 
you write. Why not make this extra commission 
yourself by working for the 


STANDARD LIFE 


“ « OF PITTSBURGH? .. .. 


Policyholders are given a stock interest in the company 
by the guaranteed dividends on their policies. Our 
agents are saving money. 
Write FRANK A. WESLEY 
(Vice-President and Director of Agencies) 
for agent’s contract 


Home Office: THE JENKINS ARCADE BUILDING 
PITTSBURGH, PENNSYLVANIA 











Frank D. Jackson, Pres. 


Sidney A. Foster, Sec. | | “IZZE. af ARE IN 
o R > 


DISTRICT MANAGERS WANTED A CLASS OF THEIR OWN 
They must be honest, en- 


Territory in Pennsylvania, Ohio, Mis- 
ergetic and have brains. 


souri and Iowa 
If you are an “IZZER”’ 


ROYAL UNION 
Mutual Life Insurance Co. WE WANT YOU 
DISTRICT MANAGERS WANTED | INTERNATIONAL LIFE 


DES MOINES, IOWA 
ae ad ST. LOUIS, Mo. 











Jas. T. Priestly, M.D. || 
Medical Director 














PROSPEROUS AGENTS 


We closed the first half of the year with new business well-ahead 
of that for the first half of 1910. Our agents are prosperous. Are 
YOU? Policies, premium rates, dividends, progressive manage- 
ment, satisfied policyholders, and the Company’s fine reputation, 
give to our agents an advantage in soliciting. That advantage in- 
creases their incomes. Write to 

GEORGE D. LANG, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


SPRINGFIELD, MASS. 
INCORPORATED 1851 








National Life Insurance Company 
MONTPELIER, VERMONT 


Mutual. Organized 1850. 


This company has increased its dividend scale this year for 
the third successive year, and the increase applies to all partici- 
pating policies in force from 1850 to date. 

An attractive monthly income policy just placed on the 
market. 


A good agency opportunity for the right man in Central 
New York. 
CORRESPONDENCE INVITED 














the Bookkeeper. 


Security Mutual Life Insurance Company 
BINGHAMTON, N. Y. 


FREDERIC W. JENKINS, President 


Desirable contracts for desirable territory 
can be obtained by desirable men. 
For particulars address, HoME OFFice. 
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NORTH AMBRIGAN LIFE 


REVIEWED BY ACTUARY DAWSON. 








Figures Show Newark Company Has 
Been Capably Managed—Total 
Strength Not Apparent. 





In a letter to the Life Insurance In- 
dependent, Actuary Miles M. Dawson 
points out replies to criticisms of the 
North American Life of Newark, point- 
jag out several reasons why it should 
be strongly commended. Inasmuch as the 
letter deals with one of the most prom- 
ising of the younger companies, and is 
in a measure an analysis of its business 
career, we quote from it as follows: 

“First: Excepting some shares sold 
at the time the company was organized 
to friends of the incorporators, the stock 
was sold exclusively to its directors and 
agents, and a large majority of the 
shares is still held by the present direct- 
ors and agents of the company. No 
commissions have -been paid for selling 
the stock. 

“Second: Stock was never sold with 
poricies, nor stock options given to the 
purchasers of policies, 

“Third: The business is exclusively 
non-participating. This, I fancy, was 
not known to you; because the low pre- 
miums on the non-participating plan 
render it impossible, of course, until 
about $15,000,000 to $20,000,900 insurance 
is in force, for a company to meet its 
expenses out of margins and earniags, 
even though it produce its new business 
at a very low cost. If you will examine 
the reports of non-participating com- 
panies, you will find that even those 
which have a very large business in 
force, are unable to pay their expenses 
within the loading even including the 


first year’s margins under the Arm- 
strong Laws. 
“Fourth: After a few months of oper- 


ation, the company came under the re- 
strictions of the New Jersey law as to 


expenditure for first year’s commis- 
sions, agents’ salaries, or other com- 
pensation for obtaining new business, 


agents’ advances and medical fees, and 
a proper share of other expenses. The 
limitations of the New Jersey statute, 
which, while higher than the Armstrong 


limitations, are to the margins over 
what is known as ‘straight modified 
preliminary term.’ They are much 


lower than the expenditures of the pre- 
liminary term companies not subject to 
such limitations—in other words, very 
near the Armstrong Laws’ limitations. 

“Fifth: The company has also main- 
tained the full reserve according to the 
New Jersey standard, which is nearer 
to the Armstrong standard of New 
York than that of any other State. The 
reservé on this basis is very nearly the 
same as the ‘select and ultimate’ re- 
serve under the New York statute. It is 
the highest reserve maintained by any 
of the new companies, and is virtually 
sufficient to enable the company to com- 
ply with the laws of New York. 

“Sixth: The company has at no time 
during its career sold stock with poli- 
cies, offered stock options to applicants, 
made use of board contracts or other 
special contract devices, or in any way 


induced applications for new business 
except upon the merits of the insurance 
itself, wholly without special induce- 
ments. 

“Seventh: The company has kept its 


commissions at a very small percentage 
over the Armstrong limitations and its 
renewal commissions at virtually the 
Armstrong standard or below. It has 
always pursued the policy of paying re- 
newal commissions only to persistent, 
producing agents, and of purchasing the 
renewal interests of agents who leave 
its service, or who continue with the 
company, but wthout producng a suffi- 
cient amount of business to completely 
fulfil their contracts. In consequence, 


four-fifths of the company’s business is 
entirely free of renewal commissions. 
“Bighth: The company in 1910 trans- 





acted at these low rates of commissions 
and low renewal commissions, and with- 
out offering special inducements, the 
largest new business of any of the new 
companies, the same amounting to eight 
million dollars, paid for. 

“Ninth: The company had in force on 
December 31, 1910, $15,500,000 of paid- 
for business, the result of less than four 
years’ operation, which business not 
coupled with board contracts or special 
agreements of any nature, in my opin- 
ion, represents fairly a value exceeding 
the surplus expended in establishing the 
company. 

In the establishment of this business, 
the company had invested $300,696, as 
stated in your article. The investmeat 
appears to have been fully justified. In 
addition to the large volume of insur- 
ance in force, the company has estab- 
lished its agencies in sixteen states, a.1 
of which are producing satisfactorily, 
and has an agency force which, at the 
low rates of commission paid by it and 
without making use of any of the mis- 
leading practices or schemes referred to, 
is producing this year a business averag- 
ing about $1,000,000 a month. It has 
created a premium income now running 
at $600,000 per annum, which, together 
with an interest income of $50,000, will 
make its income this year in the neigh- 
borhood of $650,000.” 

Supplementing what is said by Mr. 
Dawson above, it may be interesting to 
note that the difference in reserves on 
the plan used by the North American 
over that of the regular preliminary 
term plan amounts to about $100,000 on 
the business now in force. The present 
value of renewals purchased by the com- 
pany is approximately $140,000, making 
a total of $240,000 added to the strength 
of the company but not shown in the 
surplus account. 

Still another teature is the fact that 
the North American is transacting busi- 
ness on the non-participating plan, the 
difference between its aggregate premi- 
ums and those of the standard partici- 
pating companies on the same amount 
of business, being nearly a quarter of a 
million of dollars. 


MUTUAL BENEFIT LIFE. 





Characteristics of Strong Newark Insti- 
tution Discussed in Moody’s Maga- 
zine by Thos. Scanlon. 





The Mutual Benefit Life is the subject 
of article three in Moody’s Magazine on 
“Our Great Life Insurance Companies” 
by Thomas Scanlon. We cull from the 
article the following interesting para- 
graphs: 

“The Mutual Benefit is pre-eminently 
a policyholders’ company. It has always 
been so in the sense that the policy- 
holders’ interests have been kept con- 
stantly in view. But this does not mean 
that the Company has always been 
more liberal than other companies. 
Some companies are spectacularly lib- 
eral as regards certain features of their 
insurance in order to catch the public 
eye. But the Mutual Benefit has never 
gone out of its way to promise policy- 
holders more than could be given them 
without injuring others equally entitled. 
Its successive improvements and relaxa- 
tions of restrictions were the result of | 
careful calculation as to their effect on | 
the Company. Its earlier policies con- | 
tained restrictions on occupation, resi- | 
dence and habits of life, as well as for- | 
feiture provisions, all of which condi- 
tions were onerous and harsh. All of 
them were gradually swept away as ex- 
perience demonstrated their superfluity | 
or inutility. If there is anything in the 
present policy of the Company or in 
its manner of doing business, which | 
seems harsh or illiberal, the sure in- | 
ference is that it is there for some | 
sound cause. There is actuarial sanc- 
tion for every point in the Gounmenyéi 
practice. For example, the Company is | 
not as liberal to withdrawing policy- 
holders as are some other companies. | 
If a policyholder cashes in his wisi 





within the first fifteen years, the Com- 
pany deducts a surrender charge begin- 
ning at $10 per $1,000 of insurance and 
decreasing progressively each year till 
the end of the fifteenth year; this to 
guard against the increased mortality 
which would be the natural result of 
the withdrawal of a healthy life. Cer- 
tain companies have gone so far as to 
eliminate this surrender charge alto- 
gether, giving the withdrawing policy- 
holder, after three years’ time, the full 
reserve on his policy in cash, paid-up, 
or extended insurance. Such liberality 
may prove to be justified or it may not, 
but in any case the Mutual Benefit, 
standing on its own experience, has set 
its face against any relaxation of this 
particular safeguard. Again, in relation 
to the size of the dividends the Mutual 
Benefit takes very conservative groun‘. 
While few companies have done better 
for their policyholders in the way of 
dividends, the Company has not tried, 
nor is it now trying, to outbid its com- 
petitors. It holds that there ought to 
be a certain relation between the size 
of a company’s surplus and its divi- 
dends: and the Company is not afraid 
to face unpopularity if that should be 
the result of adherence to what it con- 
siders safe principles. We all know 
that among the savings banks there has 
gone up a cry of alarm at the size of 
the dividends in recent years as com- 





pared with the surplus of those banks, 
and that many prudently managed banks 
are reducing their dividends. A some- 
what similar situation is developing in | 
the life insurance business. Dividends 
are being paid by some companies with 
more regard to present new business 
prospects than to the future safety of 
the policyholders’ investments, and such 
a situation calls for courage and,rugged 
candor on the part of competing com- 
panies. Companies which wish to be 
safe will look to their surpluses as well 
as to their dividend scales. 

“The truly mutual character of the 
Company is strikingly exemplified by 
its retroactive policy; that is, its prac- 
tice of applying the advantageous pro- 
visions from time to time incorporated 
in the Company’s later policies to all 
existing earlier policies so far as that 
is practicable. Other companies, it is 
true, confer these retroactive advan- 
tages, but none, it is believed, to so full 
an extent as the Mutual Benefit. For 
example, up to 1882 no policy issued by 
the Company contained a provision for 





1860 51st Year 


Home Life 
— Insurance 
Company 


of New York 


GEORGE E. IDE, President 


BNNs ciectecen scans $25,025, 299.06 
Insurance reserve fund, 

a oe ccee + +0020, 937,739.93 
Reserve for deferred 


1911 


$2,292,947.00 
Reserve for all other 
contingencies........ 
Insurance in force, 
December, 31st, 1910 
$100,214,968.00 


$1,794,612.13 





“As aresult of a thorough examination 
into the affairs of this Company, it is evident 
to your examiners that the business is being 
conducted in an efficient manner * * * with 
a view to obeying fully the law and with 
intention of dealing with the policy-holders 
justly."—Extract from Re ort of the 
New York State Examiners, Dec. 24. 
1910. 














cash loans. Such a provision was then 
introduced and it was immediately ex- 
tended to all the Company’s outstanding 
policies. Thus all the existing policies 
of the Company are subject to the ex- 
ercise of the loaning privilege—a state 
of things which prevails in no other 
company. Similarly the old as well as 
new policies of the Company come un- 
der the non-forfeiture system adopted 
in 1879 and improved and extended in 
1895, 1900 and 1908. Indeed, large sums 
of money have been paid by the Com- 
pany to holders of its old policies who, 
by the terms of the latter, had no claim 
on the Company. Cash, paid-up and ex- 
tended insurance have been allowed, 
and policies have been paid in full in 
numerous cases where there was no 
legal claim and where the policyholders 
never expected anything.” 














For Territory Address 


RESERVE LOAN LIFE INSURANCE CO. 
Indianapolis, Ind. 

Assets $2,127,667.58 - - 

Surplus to Policyholders $236,303.93 


Liabilities $1,891,363.65 
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HINTS TO BUSINESS GETTERS. 





Last year George F. Had- 
Work ley, representative of the 
That Pays. Mutual Benefit Life at 
Syracuse, N. Y., wrote 
$160,000 of corporation life insurance. 
That in itself was a sufficient recom- 
pense for the effort expended, but Mr. 
Hadley did not allow the matter to rest 
there. He followed up the victory by a 
process of education along the line of 
insuring the employes of the Company, 
with the result that he secured 74 ap- 
plications for over $100,000 insurance. 
The possibilities before the life insur- 
ance solicitor are great—to the man who 
is wide awake. 
s = s 
Have you tried this out? 
Business You can put up a strong 
Insurance. argument, one that not 
only appeals to a man’s 
desire to leave his family well provided 
for, but also touches his business in- 
stincts, the commercial side of him, 
says Office and Field, published by the 
Hartford Life. And that side is usually 
very vulnerable. Protecting his busi- 
ness interests is protecting his family, 
and here you have an irresistible com- 
bination plea. You know the talk to 
give him, don’t you? Death of a partner 
may disrupt the firm, and forced settle- 
ment (without cash) may result in great 
financial loss to the deceased partner’s 
widow and children. Ready money 
wards off greedy creditors, and the 
business goes on as before. Money may 
be needed to secure some competent 
person to fill the lost partner’s place. 

Premiums may be paid by the firm, 
and there’s always an accumulated 
value which makes the insurance policy 
a gilt-edged item of assets, which may 
some day save the business if put up as 
collateral security. 

It’s a first-class business proposition 
and something you can present to a man 
of business with the utmost confidence 
in its merit. 

7 = a 

Get some kind of settle- 
Cash With ment that will bind your 
Application. prospect. Many a fat 
commission has been lost 
between the placing of the application 
and the attempted delivery of the pol- 
icy. Why? Not because of any real 
dissatisfaction, not because of any fail- 
ure on your part to put the proposition 
in its best light, not because the policy 
isn’t what was wanted and worth the 
money asked for it, but simply because 
there has been a cooling down, a “morn- 
ing after’ attack that has made your 
man indifferent again, and magnifies his 
money, in his mind, to proportions that 
overshadow the advantages you have so 
well portrayed. You had him on the 
pinnacle of enthusiasm, and you let him 
down without consummating your pur- 
pose. Always try for the settlement, 
when your prospect is in the mood, lest. 
when you seek him his mood be un- 
responsive. So bind him tight while you 
have him to bind, if you would find your 

commission.—Office and Field, 

ce 4 a. 

Have you ever consider- 

Function ed the plain question of 

of Life Ins. what a life insurance 

Company. company is for? What 

is the main function of a 
life insurance company anyhow? Is it 
to carry out its contracts with its pol- 
icyholders? Is it to accumulate money? 
Is it to pay dividends to policyholders? 
Is it to pay dividends to stockholders? 
Is it to give opportunities to agency 
men? 

Undoubtedly it must accomplish all 
these things. But the main function of 











1910 Personal Paid Production 
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Plus my Agency Staff's over 
1k MILLIONS 
1911 will show better results 
What can you offer an Agency Manager and Organizer 
who can produce results. 
“MANAGER” - - 105 William Street 
care of The Eastern Underwriter 

















a life insurance company is to insure 
lives. There are millions who should 
have life insurance. It is the business 
of life insurance companies to see that 
they take it. Therefore, broadly speak- 
ing, and assuming that the work is prop- 
erly done, the most successful life in- 
surance company is the one that does 
the most work—that is, insures the most 
lives, thereby extending the greatest 
amount of protection. I have no patience 
with stand-pat life insurance companies. 
I believe life imsurance companies 
should do their work, which is sell life 
insurance—the more the better.—R. T. 
Furman, General Manager Reliance Life. 
- o = 


In the State Life Bulle- 

Interesting tin for August, we find 

Reminders. the following suggestive 

paragraphs or reminders: 

There must be Official ability, man- 
agerial ability, financial ability and cler- 
ical ability in safely building a great 
life insurance company, but the men 
who produce the business are the men 
to whom all must doff their hats. 

The “rate book” man, the man who 
places good staying business on the 
books, is the man to whom all others 
must yield ia life insurance usefulness 
and progressiveness. 


Let us not be Ishmaelites in the busi- 
ness world. If we eliminate selfishness 
and give others a fair chance, cvery 
hand will be with us and not against us. 


How often have you carefully read 
your agency contract? Kaow it thor- 
oughly. How often do you read the first 
twenty-five pages of the rate book? To 
read them once a month for a year, and 
study them carefully would greatly in- 
crease your knowledge of the true spirit 
of your Company, would appreciably in- 
crease your effectiveness as a solicitor 
and would “frae many a blunder fra us 
and foolish notioa.” 


How often do you study in detail the 
various policy contracts you offer for 
sale? Every line should be well fixed 
in memory, every clause should be ua- 
derstood as it stands alone and in its re- 
lation to the policy as a whole. The 
agent’s one great iastrument of success 
is a perfect knowledge of his policy con- 
tracts. 


“In the language of Comte, ‘To 
achieve, you must be married to your 
work’. In life insurance work, particu- 
larly, is this a requirement. The agent 
who is not married to his work does not 
seek information for ways and means 
that will accomplish results, but usu- 
ally has too much on his mind to apply, 
in a practical way, the knowledge he 
may possess. The men who are selling 
life iasurance are those who cannot be 
distracted from the business in hand. 
They are not considering ‘flattering 
offers’ of competing companies and 
cannot be lured from their calling by 
get-rich-quick schemes. They are not 
following the line of least resistance, 
avoiding obstacles, nor shrinking from 
hard work. They are not selling com- 
parisons between companies, annual 
statements or dividead records, but with 
an eye single to the protection of homes 
and comfort in old age are writing ap- 
plications among healthy risks.” 


There is nothing in either business or 
social life that so profiteth a man as 
“Words fitly spoken.” In this great 
work of life insurance words must be 
used to please, satisfy and convince and 
not to conceal thoughts and facts. Life 
insurance, though one of the most valu- 
able parts of a man’s earthly posses- 
sions, is uually placed in his possession 
through patient, logical reasoning by 
some capable agent. The successful life 
insurance producer must be a good list- 
ener and he must bear in mind that the 
other man has views and wante to ex- 
press them, and even though he ex- 
presses them with emphasis, opposing 
life insurance, the tactful agent will re- 
member that as the “Soft answer turn- 
eth away wrath,” so it turneth away 


prejudice. The man whose words are 


upped with fire must not be surprised 
it they create a lame; men thus using 
words would be tailures as lite insur- 
alce producers 01 Managers ol men. 

Une OL Loe Mvst valuavie Dusliess as- 
sets 18 polite, courteous, COusiderate 
treatment of our iellow Men. some 
men Dave succeeged irom a worldly 
standpoint witout this, but they live 
and die tirieidiess, and what Iailure 
could ve worse tuan tuis? 

Let us here note some of the essential 
requisites lor a Aile igsurance Man. 
Uvuuipicte lauwuiilarily Wiul DIS COlipany 
aad its methous. Huthusiasm, coni- 
uence, honesty, politeness and a punc- 





luu0Us regaru Lor every prouwilse wade, | 


verbal or writtei. Put back of these 

qualities ceaseless energy and we have 
a successiul life insurance salesman. 

* > * 

One of the most interesi- 

The Lapsed ing and pathetic chap- 

rolicy. lers in the Listory ol 

ile insurauce 18 Lal Ol 

the lapseu policies. very month many 

ievleis leack tue DOMe OiCe Ol every 

lusuralce Compaly Making inquiry con- 


cerlullsg S0mle pollcy that has been allow- | 


ed LO iapse. 
A tew months ago a boy in his teens, 
being the oldest of the family of six 


Coliuren, writes: “1 am so sorry tather | 


set Dig policy lapse. it would have been 
a great heip to mother and the rest of 
us LOW.” 

A young wife writes: “Did my hus- 
band pay the premium on his policy? 
{ hope he did, for it is the only thing 
left for me and baby.” 

‘Dhese are quotations from letters re- 
ceived. There are many more just as 
pathetic, 

The value of an insurance policy de- 
pends upon the prompt payment of pre 
miums, which may be paid either annu- 
ally, semi-annually or quarterly. No 
person ever carried a policy to its ma- 
turity and regretted so doing. You 
would not allow your home to be for- 
feited because the taxes come due every 
year. Neither should you forfeit your 
policy because the premiums come due, 
but pay them and you will be glad of 
it. It will be your best investment. The 
security is perfect and the payment is 
sure.—Central Life Messenger. 

” ce 7 
“An old policyholder,” in 
It a recent issue of Popular 
Troubles Insurance Magazine, gives 
Not. this side-light on the col- 
lateral advantages of life 
insurance. 

““My life insurance policies have given 
me more satisfaction than any other in- 
vestments I have ever made, partly be- 
cause of their intrinsic value and partly 
because of collateral advantages. Let 
me give a few illustrations: 

“My policies have never caused me 
any anxiety during periods of financial 
disturbance, for I have always regarded 
them as unshrinkable. 

“I once gave away a horse because he 
was eating his head off, but it has never 
been necessary to feed my policies. 

“I once had a house in the country 
that had to be painted every now and 
then, but my policies have never cost 
me anything for painting or repairs. 

“For years I paid my share of tue 
wages of a night watchman who patrol- 
led the street in front of my city louse; 
and when the house was closed I put it 
in charge of a caretaker, but I have 
never had to pay anything for the care 
of my policies. 





Promoted to General Agency. 





In recognition of the ability he has 
shown during his fifteen years’ connec- 


tion with the Baltimore agengy of the | 


State Mutual Life of Massachusetts, 
John A. Evans has been appointed gen- 
eral agent of the Company for Harford 
and Cecil counties, Maryland, with 
headquarters at Bel Air. 


Superintendent of Agents Fowler is | 


a great believer in boosting the men 
who have made good in the ranks, a 
policy which encourages and cements 
the agency organization. 


| 





THE 
FIRST MUTUAL 


Chartered in America 


NEW ENGLAND 
MUTUAL LIFE 


INSURANCE CO. 
BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best possible 
security, with a safe, 
equitable contract 


FINANCIAL STATEMENT 
Assets Jan. 1,1911 .... 654,422,643.60 


Liabilities............... 50,108,449.79 
4,314,193.81 





A lfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


CHARLES H. STRAUSS, General Agent 
200 Fifth Avenue, New York 








| IMPORTANT POSITIONS | 


are waiting for capable Agents in much de- 
sirable territory, ready for occupancy when- 
ever suitable men are available. Correspond- 
ence welcomed with those who can produce 
applications, who are energetic workers and 
successful solicitors. WRITE AT ONCE. 
UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 


Frep E. Ricwarps, President 


Address ALBERT E. AWDE, Supt., 
either 396 Congress Street, Portland, Maine 


THORNTON CHASE, Supt., 
05 Exchange Bidg., Los Angeles, ( 
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MOTIVES FOR INSURING 


VIEWED BY MEDICAL DIRECTOR. 





Protection of Family and Business, In- 
vestment and Speculation Principal 
Objects. 

In an article for the benefit of the 
field force of the Equitable Life of San 
Antonio, Texas, Dr. William M. Brum- 
by, medical director of that company, 
discusses the motives prompting an ap- 
plication for life insurance, contending 
that they have a bearing on the experi- 
ence of the company from the mortality 
viewpoint. He says: 

“The motive prompting one to apply 
for insurance is of more than passing 
interest to the medical director of any 
insurance company. When possible to 
obtain it, analysis of one’s reason for 
taking out insurance should be made. 
The four principal motives are protec- 
tion of family, protection of business, 
investment and specuiation. If one’s 
motives were perceptible, insurance 
companies would have smooth sailing. 

“Tne protection of family is synonym- 
ous with ‘Self-preservation is the first 
law of nature. The popularity of life 
insurance to-day demonstrates man’s 
earnest endeavor to protect his loved 
ones in the event of his untimely death, 
and inversely a fair index of the con- 
sideration that man has for those de- 
pendent upon him is proved by the et- 
tort made, before his earning power is 
cut off, to leave his familiy provided for. 
Many differ as to What constitutes pro- 
tection. it is pretiy well conceded that 

‘The fair protection of one’s tamily 
is the security of conditions that will 
assure an income sufficient to maintain 
accustomed mode of life.’ One should 
not be encouraged to make application 
for that much insurance as will load his 
income with more than a reasonable 
burden of premiums, and over-zealous 
agents should know that such a policy 
is a loss to the company and an injus- 
tice to the policy-holder. A good business 
man wil] not be over-pursuaded by ever 
so affable a solicitor, tur he knows the 
extent of his income and realizes the 
necessity of meeting his obligations, 
When a man is persistent in his efforts 
to carry more insurance than good judg- 
ment would allow, the question nat- 
urally arises as to whether or not he is 
prompted by the purest motives, or has 
reason to believe that he will not live 
out his expectancy. 

“It is common practice for members of 
a business firm to take out joint life 
insurance for the protection of their 
business, or a man in speculating to in- 
sure his life for the benefit of his cred- 
itors in the event of death occurring be- 
fore the consummation of his business 
venture. Tedious delays in administer- 
ing estates, and forced sales to meet 
pressing obligations often leave widows 
and orphans, at final settlement, in dis- 
may at so smal] an amount left of so 
promising an estate. A life insurance 
policy to meet current obligations shows 
wisdom on the part of the insured. If 
there is any other motive than this it is 
unfair and ought to be discouraged. 
Such risks are very unsatisfactory and, 
too frequently, disastrous to the insur- 
ance company. Unexpected deaths, 
possibly from obscure causes or self- 
destruction often follow failures in bus- 
iness, and we generally find excessive 
over-loading with life and accident in- 
surance. 

“A few years ago insurance as an in- 
vestment was very popular, but not so 
to-day. When one of moderate means 


tells us nis motive is investment and be- 
gins to load his income with more than 
a reasonable burden of premiums, we 
become suspicious. 

A designing man with a knowledge 
of some physical weakness or innrmity 
which he knows is a bar to his desira- 





A MILLION DOLLAR DEBIT 


By Haley Fiske, Vice-President Metropolitan Life Insurance Co. 








This week of July 31 will ever remain 
notable in Metropolitan history as, the 
one which begins the collection of a 
debit of over a million dollars. 

There is something very impressive 
in an income of a million dollars a week 
in ten-cent pieces. It means outstand- 
ing paying Industrial policies of over 
ten millions in number. 

When the announcement was made to 
us Jast Saturday, our mind instantly 
reverted to a Bulletin we wrote years 
ago asking that in the year then current 
the agents should vring up the debit to 
$400,000—we said we wanted to get into 
the 400! In those days some remark 
of the late Ward McAllister, who was 
supposed to be the leader of New York 
city society, was construed to mean 
that Society, so called, in this town 
numbered only 400 individuals; and the 
slang expression naturaliy followed that 
lots of people wanted to “get into the 
Four Hundred.” Everybody knew, there- 
fore, what we meant by our appeal. It 
made us curious to look up the date of 
that old Bulletin. When do you suppose 
it was issued? September 20, 1897. It 
had taken us 18 years to reach $400,000 


bility as a risk, especially when having 
the appearance of robust health, has lit- 
tle compunction of conscience when ap- 
plying for insurance. Through evasion 
or direct misrepresentation he hides 
that which would thhave vital import in 
judging prospects for life insurance. 
Instances of deception and fraud, too 
numerous to mention, are to be had of 
speculating on such lives. 

“The old adage—‘There is no effect 
without a cause,’ brings us to the con- 
clusion—given the motive (cause), we 
will foretell the effect of the risk in- 
curred.” 





CENTURY CLUB MEETING. 





Hundred Thousand Dollar Producers 
Royally Entertained by American 
National Life. 


The annual meeting of the American 
National Life’s One Hundred Thousand 
Dollar, or “Century,” Club was held at 
the home office, Lynchburg, Va., 
Thursday and Friday of last week. The 
Club presidency was won by C. C. 
Scurry, of South Carolina, who was 
presented by the Company with a hand- 
some diamond ring and diamond-stud- 
ded watch charm on fob. The vice- 
presidency was won by F. W. Felkel, 
also of South Carolina, who received a 
handsome gold watch and fob. Club 
emblems were won by several new 
members. The meeting was larger than 
that of last year, and was a very enthu- 
siastic one. 

An automobile party and outdoor 
dinner some twenty miles away in the 
mountains and a trip to and all day| 
stay at the famous Natural Bridge of | 
Virginia were two of the interesting 
features of the entertainment. The 
meeting was concluded with a banquet 
at the Piedmont Club, Lynchburg, 
where speeches were made by several 
officers and directors of the Company, 
and by members of the “Century Club.” 
Agents from Virginia, North Carolina, 
South Carolina, Georgia and Texas 
were present, and all returned to their 
respective fields on Saturday, the 12th, 
with increased enthusiasm. 





Now First Assistant. 





Williams M. Wood, manager at Pitts- 
burg for the United States Life Ins. 
Co., was married at Chicago to Miss 
Clara M. Harper. Miss Harper was 
formerly “Woodies” very able assist- 
ant in the office and as such is well 
known among the Hfe insurance frater- 
nity in Pittsburg. Now she is first as- 
sistant in everything the genial W. M. 
does, not only in seeing that his friends 





of debit. In much less than that time 
we have added $600,000. 

It is rather odd that we never have 
since September, 1897, called attention 
to the passing of a debit monument in 
our path of progress—at least that we 
remember. The reaching of the half- 
million mark—in November, ..vv—and | 
of the three-quarter million mark— | 
April, 1905—apparently passed unno-| 
ticed. Why? I suppose it was for the) 
same reason that many other remark- 
able things about the Company pass | 
without comment; namely, we have all | 
got used to steady progress, to constant | 
improvement, to innovations; and we | 
take things for granted. In some meet- | 
ings of the men last spring we created | 
more or less of a sensation by suppos- 
ing the Metropolitan to be in the . | 
tion of some other company, and that | 
other company to be in our position, | 
and asking the men what they would | 
be thinking and saying and doing if the 
supposition were true! It was startling, 
even to the speaker. We have all got 
used to taking things for granted! Our 
dear lamented friend Major Corwin 
used, in his addresses to the men, to 

(Continued on page 9.) 
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mae ae | 
are all properly insured, but in assist- 
ing in the affairs of the Life Under- 
writers’ Association, of which he is an 
enthusiastic member, both in Pittsburg 
and in the affairs of the National Asgo- 
ciation, of whose executive council he 
is a member. Mr. and Mrs. Wood are 
now on an extended trip west, from 
Chicago, going north to St. Paul and 
thence to Banff, the Canadian National | 
Park, Laggan, Field and on to Vancou- 
ver, thence south by boat to Seattle, | | 
San Francisco and Los Angeles. They | 
expect to be back in time to take in | 
the National Association of Life Under- 
writers’ annual meeting in Chicago in 
October.—Insurance World. 








To Celebrate Fourth Anniversary. 





‘A dinner will be given at the Hotel 
Fuller, Detroit, August 28, to celebrate 
the fourth anniversary of the forma-| 
~~ of the Michigan State Life of that | 
city. 





The June and July production of Or- 
dinary for the American National Life 
of Galveston was about half a million— | 
the largest in the history of the Com- | 
pany. The Industrial business for the 
first six months was equal to the whole 
of last year. 


(Additional Life News on page 16.) 














UNEXCELLED IN 
Favorable Mortality 
—AND— 

Economy of Management 
THE 


Provident Life 
AND Trust Company 


OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends. 














60th Anniversary Year 


THE 
BERKSHIRE 


Life Insurance Co. 
OF PITTSFIELD, MASS. 
WILLIAM D. WYMAN, President 


Desires to secure the services of a 
few more high class men of ability 
and experience. Its policies, issued 
under the Massachusetts non-forfeiture 
laws, are liberal and up-to-date in 
every particular. 





W. S. Weld, Supt. of Agencies 








THE ACENCY 


OF THE 


RELIANCE LIFE 


IS PAYING FOR OVER 
ONE MILLION PER MONTH 


OF 


Properly written and carefully selected 
business. No stock selling, board or re- 
insurance schemes. No contracts made by 
correspondence. A personal interview can 
be arranged for in most any state by 
addressing 


RELIANCE LIFE INSURANCE C0. 
PITTSBURGH, PENN’A. 




















able territory. 


THE FEDERAL LIFE will make especially favorable contracts 


with reliable men who desire to form permanent connections with a growing, 
progressive, twelve year old Company as Managers and Agents and for desir 


We do not make advances—our Representatives must support themselves and 
not be a burden upon their fellow workers. 


If interested address ISAAC MILLER HAMILTON, President, 


CHICAGO 








CAPITAL $1,000,000 


Management. 





Georgia Life Insurance Company 
OF MACON, GA. 


W. E. SMALL, President 


LIFE AND CASUALTY INSURANCE 


Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative 
First Class Openings in bothBranches for PRODUCERS 


Address M. Y. Manley, Superintendent of Agencies 


SURPLUS $500,000 
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THE MAKING OF AN AGENT. 





Beyond doubt this is the foundation 
not only of assistancy success, but of 
that of the district also. It is well, 
then, to know how to go about this im- 
portant duty. First comes the selection. 
Assistants are often overanxious to get 
open debits off their hands and so they 
take the first man who offers himself, 
while others choose ex-agents who have 
the reputation of being large writers of 
pusiness. Both methods are wrong. The 
ex-agent, while sometimes of use, is 
generally the reverse, and it may be 
better to break in a new man. 

After being satisfied of the honesty 
and sobriety of an applicant for an 
agency, it is well to consider his past 
earnings. There are many men now fill- 
ing positions with small remuneration 


who, if given the opportunity and proper 
care, would make first-class Prudential 


agel Let the assistant find such a 
man, devote the necessary time to his 
education, and ne will be developed up 
to oy beyond the average. Such a man 
can honestly earn more money than he 


has en doing, and is consequently so 
likely to be so satisfied with his new 


position that he will become a fixture 
A strong step is 


with the Company. 
thus taken in the elimination of finaled 
accounts. 

Having selected your agent, spend 


considerable time with him in prelim- 
inary instructions, Begin to explain the 
details of the business to him—the dif- 
ferent contracts and their conditions, 
and how to fill out the applications for 
insurance correctly. Supply him with 
the “Agent’s Instruction Book” and 
illustrate literature, and have him read 
hem over carefully. 

Give the new man a clean debit, for 
nothing is more certain to discourage 
him than to permit him to be charged 
with lapses that belong to a previous 
agency. Next take him out and show 
him how to write Industrial and Ordin- 
ary business on its merits. Have him 
understand that an Industrial agent’s 
position is a dignified one, and that he 
is to secure business neither by begging 
for it nor through misrepresentation. 
Have him earry the applications when 
canvassing with him, and show him how 
to secure the signature, how to make 
the largest possible collection on the 
Lusiness written aud how to leave the 
applicant in a pleasant frame of mind. 

Educate him in the art of regularity 
and tact in making collections and how 
best to deal with the different disposi- 
tions he meets. Impress upon him that 
he must always act gentlemanly, no 
matter what the provocation may be, 
and that a smiling face and pleasant 
language will be a large aid to his suc- 
cess. 

While with him, talk to him about 
the Company and the great good it has 
done, and urge loyalty to it and his 
district. Urge him to give his very best 
to his work, both for the honor and the 
money there is in it. 

Imbue him with confidence in his own 
— and express your confidence ir 
im 

When you have given your agent a 
good working knowledge of the business 
and have placed within him a desire for 
leadership, you kave added to your staff 
a man upon whom you can count for 
steadily successful results—James A. 
Colgan, in the Prudential Record. 





COLONIAL LIFE NOTES. 

The latest changes reported by the 
Colonial are: Appointments to assist- 
ancies: S, Ettinger, Hoboken; B. Gold- 
Stein, Morristown; R. D. Young, Pitts- 
burg; W. Rickert, North Philadelphia. 

The leading Industrial record among 
the managers is that of P. Hughes, New 
York. Following him are: W. J. Burn, 
Brooklyn; L. Janson, Williamsburg; P. 
M. Leiffer, Harlem; FB. Krause, New 
Brunswick, The Ordinary leader among 
the managers is L. Janson, Williams- 
burg, and next to him may be mention- 


ed, P. M: Leiffer, Harlem; pe L. Lee, 
Pittsburg; P. Hughes, New York; W. J. 
Burn, Brooklyn. 

Assistant H. Hennell, Williamsburg, 
leads in Ordinary, closely pressed by G. 
Shuttleton, Brooklyn; B. S. Bertolet, 
Reading; W. S. Conover, Freehold; M. 
Cafiero, Brooklyn. The assistant lead- 
ing in Industrial is B. Weisman, Perth 
Amboy. Next to him are: T. F. Cooney, 
New York; H. R. Henry, Elizabeth; G. 
Shuttleton, Brooklyn; B. S. Bertolet, 
Reading. 

F. J. Molesky, agent in Allentown, 
leads in Industrial. Next to him are: 





S. Lapayowker, West Philadelphia; E. | 


C. Cadmus, Newark; J. McLaughlin, 
Brooklyn; H. Cappone, Elizabeth. Agent 
J. J. Burke, Easton, leads in Ordinary, 
and is followed by A. M. Butterweck, 
Allentown; B. J. Mahoney, Williams- 
burg; J. Robinton, Harlem; H. A. Tice, 
Newburgh; A. Tiedemann, Brooklyn. 





‘A MILLION DOLLAR DEBIT. 





(Continued from page 8.) 
harp on the fact that we did not ap- 
preciate our Company. It was all too 
true. No other company in the world 
kas done what we have done, whether 
one looks at the volume of business, 
the uninterrupted steady growth in mag- 





nitude, the surprising reforms, the un- , 


exampled generosity to policy-holders, 
the unprecedented improvement in the 
pay and moral standing of the field rep- 
resentatives, the radical changes in 
methods of administration, the original- 
ity and even daring of the adoption of 
new methods, the unprecedented atti- 
tude toward the public and the public 
authorities, the splendor of the service 
to the people. No wonder the field rep- 
resentatives are dazzled and even home 
office men blinded. A steady, strong 
light affects the eyesight! A *smooth, 
steady running train is deceptive as to 
extraordinary speed! But when a sta- 
tion is reached where one can take 
notes, One realizes what a journey one 
has been taking. A million-dollar debit 
is a point at which to pause and think. 

It took us thirteen years to reach a 
quarter of a million; eight years more 
to reach a half-million; five years more 
to reach three-quarters of a million; and 
now six more years—stormy years, 
years of trouble—to reach a million. It is 
about thirty-two years since we began, 
and we have a debit of a million. The 
sixty-second annual report of the Lon- 
don Prudential finds that company far 
below three-quarters of a million—a 
point we reached in a little over twenty- 
five years! 

Prompt Response to Appeal. 

Our appeal of September, 1397, to 
reach a $400,000 debit before the close of 
that year, was responded to; 
so near it that we actually collected over 
>+v0,000 in one week before the end of 
the year. We celebrated the achieve- 
ments of the year 1897 in Bulletin 250, 
to which some of you who have kept 
files may like to turn back. It recites 
pre-eminence in practically every phase 
of the business. With mere volume of 
business you and we have concerned 
curselves less and less as years have 
gone on. Our position to-day shows 
that volume takes care of itself. Our 
steady insistence on economy, the cur- 
tailing of the waste of lapses, the cut- 
ting down of expenses, the importance 
of high collections, the advantages of 
advance payments, have borne fruit in 
other companies besides our own; but 
surely the record the Company is now 
naking, as shown to you year by year 
in our records produced at annual con- 
ventions, is one in which we can take 
enormous pride without making com- 
parisons with other companies. Suffice 
it to say that in the respects alluded to 
in Bulletin 250 for which we took most 
credit, we were in 1910 (taking the 
same company as then for comparison) 
4 1-3 points less in ratio of lapsed prem- 
ium to issue, over 5 points less in ratio 
of terminations to total number of poli- 
cies in force, and nearly 5 points less in 
expense ratio; while in Ordinary we 


we came ! 








METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


The 


Metropolitan Life 


Lnsuvrance Company 


(Incorporated by the State of New York) 


(Stock Company) 


“Of the People 
the C 0M Paly By the People 
-For the People 


The Daily Average of the Company’s 
Business during 1910 was: 


507 per day in Number of Claims Paid. 


6,163 per day in Number of Policies 


Issued and Revived. 


$1,428, 738,00 per day in New Insurance 


Issued and Revived. 


$212,733.23 per day in Payments to 
Policyholders and Addition to Re- 


serve. 


$121,717.71 per 
Assets. 


day 


in Increase of 


JOHN R. HEGEMAN, President 








T. WM. PEMBERTON, ist Vice-President 


THE PIONEER & 
Its Policies are clear and definite in their 
guaranteed, 
Assets December 31, 1910.... 
Liabilities Dece mber 31, 1910 
Insurance in Force December 31, 1S 10 
Total Payments to Policyholders since 


E. D. HARRIS, 
ORGANIZED 1871 


LIFE INSURANCE COMPANY 


OF VIRGINIA 
Home Office, Richmond, Virginia 


THE OL — Southern Life Insurance Company 
THE LARGEST AND STRONGEST Southern Life 


> Organization 


J. G. WALKER. President 


W. L. T. ROGERSON, 2nd Vice-President 


Secretary 


Insurance Company 


yuthern Industrial Life Insurance Co 


provisions, and their values are 


mpany 
absolutely 


$6,338 576.82 


5,106, 
72,440,37 


598.9 


10, 78 


996.02 
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FRANCIS MARSH, Mgr. for Eastern 






LIFE INSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 

GOOD AGENCY CONTRACTS TO GOOD AGENTS 

APPLY TO HOME OFFICE, 178 DEVONSHIRE ST., BOSTON 
——or To-—— 

W. N. COMPTON, General Agent, 220 Broadway, New York 


WHITE & FENWICK, State Agents, Union Bldg., 9 Clinton St., 


The Company issues the best and most liberal forms of Life, Er 
Policies, complying with the rigid requirements of the Massachusetts Laws 





AL 


Mass., 120 Franklin 8t., Boston 


idowment anc 


Newark, N. J. 


i Term 














stood No. 2 instead of No, 7. see what company can reach the limit 
Well, we have paused long enough first! Last year we reached the limit 
now to find out where we are and what December 3lst. This year we want to 
rapid progress we have made. But you reach it December Ist. This will give 
and I don’t want to stop—we are not at you a rest to get up back calls for the 
our journey’s end. The impressive fig- new year and to round up a big In- 
ure which furnishes a title for this dustrial record. 
article will be an inspiration to us. Second, the contemplation of that im- 
First, it will inspire us to keep up the pressive figure will make us more earn- 
speed at which we have been going and est and enthusiastic in the social ser- 


perhaps make it a little faster. Our im- 
proved methods of administration ought 
to have a practical effect in keeping 
Cown lapses—the easiest way to make 
increase. Our improved field 


ought to write more business; get out 


cf the rut of writing on debits and fpolicy-holders in small things and great, 
strike out very week to make new recognizing that we are rendering ser- 
friends not on the debit. Our higher vice in the little details of the writing 
ideals ought to encourage us to push tne of, policies, collection of the debit, cour- 
best policy—the Convertible; and tis teous and kind treatment of “our mem- 


policy is a door-opener to the best In- 
dustrial and Intermediate business. Our 
instruction in Ordinary, our wonderful 


achievements in that branch, our posi- our decreasing the cost of 
tion among Ordinary companies, ought our instruction in hygiene, 
to hearten us to improve our record. in sickness, our influence in social law- 


Formerly there was a race to see what 
company could write the most. Those 
days are past; the yearly limit is fixed 
for each company. Now the race is to 


vice which is now so 
work. 
policies in 
have manifold opportunities to do a lot 
You 
faithful to our 


force of 
I will, 


bers,” 


making- 
direct 
tees for 


large 


Over ten millions of 


force mean 


good to deserving people. 
therefore, be ver “y 


faithfulness in reports; 


more 


and collateral, 


that you 


a part of our 
Industrial 
and I 


while in 
the large things done by the corporation 
we shall feel more and proud of 
insurance, 
our nurs 


-~and of that increase in benefits 
to which as trus- 
millions of the wage-earners 
we have devoted ourselves, 


and 


ing 
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FREE EXCHANGE OF IDEAS. 

A number of letters received by 
this office of late would indicate 
that their authors lose sight of one 
of the most valuable features of a 
periodical, namely, that of affording a 
free exchange of ideas. It is assumed 
by some of our correspondents that 
the editor of a journal should not al- 
low an article to appear in its columns 
unless it conforms to the ideas of the 
editor. We do not so understand the 
situation; in fact were an editor to take 
such a narrow stand the subscribers 
would have just cause for criticism. 

It is always a good thing to hear “the 
other side,” and a man should be lib- 
eral minded enough to afford the opposi- 
tion an opportunity to express itself. 

There is of course a limit, namely, 
when a correspondent undertakes to 
indulge in personalities or unwarranted 
criticism of companies. In other words 
while the columns of The Eastern Un- 
derwriter are always open to a free dis- 
cussion of insurance matters, we draw 
the line when it comes to using space 
to “pull chestnuts from the fire” for 
some one else. 

We may not always agree with what 
is submitted to us for publication, but 
we appreciate the opinions neverthe- 
less, and refrain from making public 
the name of the author unless granted 
permission to do so. 








SWEEPING REFORM IMPERATIVE- 
LY NEEDED. 

That sweeping reform in the conduct 
of the industrial health and accident 
insurance business is imperatively 
needed, the disclosures recently un- 
earthed by the insurance commission- 
ers, leaves no room for doubt. 

That practices in claim settlement 
shown to have been commonly indulged 
in, could have existed at all is a dis- 
grace to those responsible for them, 
and the remarkable feature is that 
they could have remained undetected 
for so many years. Policyholders look 
to the State to conserve their inter- 
ests, and this, so far as the industrial 
casualty companies are concerned, the 
State has failed most lamentably to do. 

While the neglect of the supervising 
authorities in no wise excuses the rep- 
rehensible conduct of the underwriters, 
it is undeniably true that had the pub- 
lic guardians been alive to their duties, 
the evil, \ ich unchecked assumed 





startling proportions, could have easily 
been suppressed in its incipiency and 
the conduct of the business directed 
along legitimate and highly beneficial 
channels. 

In all fairness be it said that while 
the claim scaling practices so justly 
and so severely condemned by the 
finally aroused insurance commissions, 
is far too prevalent among the indus- 
trial casualty writing companies, not 
all offices indulge in it, and that fact 
should be made clear to the general 
public, which otherwise would embrace 
all institutions in its sweeping denun- 
ciation. The business of industrial 
casualty insurance is a decidedly pro- 
per one and a wide field exists for its 
proper exploitation. 

While the well conducted (and there 
are a number of such) as well as the 
grossly mismanaged companies must 
for a time suffer Lecause of present 
disclosures, and the new legal regula- 
tions that will necessarily be adopted 
for the future conduct of the business, 
in the long run the purgative process, 
drastic as it is bound to be, will prove 
wholesome. 

The present upheaval, while start- 
ling to most of the casualty men, was 
freely predicted by others who fore- 
saw that improper claim settling meth- 
ods could lead to but one end, and 
strongly urged that unwise practices 
be discouraged and those dictated by 
equity and good business judgment be 
adopted instead. Pity such sensible 
advice was not heeded. 


EXPENSE BLEMENT OF LIABILITY 
BUSINESS. 





In our news columns an article re- 
cites the general dissatisfaction of the 
merchants and manufacturers of New- 
ark, N. J., with the schedule of liability 
rates enforced in that State as a conse- 
quence of the sweeping liability laws 
that went into operation in New Jersey 
on July 4th. 

The contention is made by some of 
the irate manufacturers that the 
tariffs are inordinately high, and rather 
than submit to them some concerns 
propose carrying their own indemnity. 
By all means let them try the experi- 
ment. The new statutes of New Jersey 
are of the most drastic nature, and im- 
pose upon employers a liability for their 
employes far beyond that previously con- 
templated. When the text of the meas- 
ure was first made public managing un- 
derwriters spent a great deal of time 
and energy in overhauling their past 
experience, and using it as a basis for 
preparing new tariffs. At best the 
present rates are but an approximation 
as to the cost, the exact figures, of 
course, not being available for several 
years, or until the experiment has been 
fairly tried. 

The charge is frequently made that 
the expense element in connection with 
claim payments in liability insurance 
is out of all reason, and should be re- 
duced very materially. If each claim 
presented to an insurance company was 
an honest one, then the charge of ex- 
travagance vould be justified; but as a 
matter of fact a large percentage of the 
demands for indemnity made by em- 
ployes and others upon employers, 
have little or no merit, and yet they 
must be defended. Thus, a day or two 
ago, one of the prominent liability writ- 
ing offices was called upon to contest a 
case in which its assured was sued. It 


developed that the license number had 
been stolen from the automobile of the 
defendant, and used by some one who 
seriously damaged the property of the 
plaintiff. While clearly the defendant 
was free from all responsibility, the 
facts alleged in defense had to be 
proven to the satisfaction of the court, 
which meant the expenditure of con- 
siderable money by the interested in- 
surance company. 

The case simply illustrates a general 
condition and well illustrates why legal 
charges constitute a considerable part 
of the expense element of the liability 
insurance business. 


A moment’s reflection will convince 
anyone that with their well appointed 
staffs of skilled attorneys, ali on a 
salaried basis, the insurance companies 
can handle claims far more economi- 
cally than it would be possible for the 
average assured to do on his own ac- 
count, and this we fancy the Newark 
merchants will discover before they 
have proceeded very far with their ex- 
periment of self insurance. 





HOW TO REDUCE COST. 





With State officials and property- 
owners generally inveighing against the 
cost of transacting the fire insurance 
business upon the one hand, and local 
agents demanding increased compensa- 
tion on the other, the position of tne 
managing fire underwriter is anything 
but a comfortable one. 

Competition which exists with an 
intensity probably unsurpassed, if in- 
deed it be approached, in any other 
line of effort, demands the employment 
of skilled workers at fair salaries, while 
the States and municipalities keep add- 
ing taxes and fees of one kind or an- 
other, so that, strive as they might, 
company officials find it difficult to keep 
the expense element of the business 
Within proportions which to the un- 
itiated, seems reasonable. Hence the 
constant criticism from outsiders. 

Thus far, too, the insurance men have 
found little to encourage them in their 
endeavor to check the appalling annual 
fire loss of the country, which, outside 
the conflagration periods, was never 
more severe than it is now. If the 
losses for the remaining four months 
of 1911, prove anything like as severe 
as they have been thus far, the present 
year of grace will go down as one of the 
worst in history in point of fire waste. 

A silver lining to the sombre loss 
cloud is found in the creation by 
various important States (notably New 
York, Pennsylvania and Illinois) of fire 
marshals, Officials whose duty it will 
be to keep record of all losses, probing 
such as are of suspicious origin and 
where evidence be procured justifying 
such action, to vigorously prosecute 
deliberate arsonists or those whose 
carelessness constitutes criminality. 

Conspicuously able work in conduct- 
ing the affairs of his office has been per- 
formed by the State fire marshal of 
Ohio, John W. Zuber, and if each com- 
monwealth of the Union were favored 
with a servant of equal zeal and in- 
telligence, the diminution in the coun- 
try’s fire loss would be remarkable, and 
the economic gain no less so. 

In the month of July the Ohio fire 
marshal secured the arrest of twelve 
fire suspects and in each case has data 
sufficient to go into court. In addition 








OF PERSONAL INTEREST | 








It would be difficult to find a more 
congenial home ofiice official than i, J 
Heppenheimer, president of the Colo. 
niai life of Jersey City. Of an opti- 
mislic temperament, his countenance 
beams with sunshine, even whey old 
Sol is behind the clouds. Naturally 
he is quite popular with the field force 
of the Company, and his first vacation 
in fourteen years recently gave the 
Colonial forces a rare Opportunity to 
uo him signal honor and show their loy- 
alty. Without knowledge of the home 
office, the field leaders got together 
and engineered a plan which has just 
closed by placing on the Company’s 
books a larger volume of placed Ordi- 
nary and a greater Industria] increase 
than for any month in its history. The 
climatic conditions or the holiday sea. 
son did not suffice to quench the enthu- 
siasm of the “boys.” It is quite need- 
less to say Mr. Heppenheimer’s wel. 
come was of a character that gave him 
unlimited pleasure, and he has not 
failed to show his keen appreciation. 





R. H. Duke, second vice-president of 
the Pacific Coast Fire of Vancouver B 
C., and until recently Manager of ‘the 
Company, died Wednesday, August 9 
following an operation for appendici. 
tis. Mr. Duke was one of the most 
prominent figures in Canadian fire un- 
a and enjoyed a wide reputa- 
ion as a ge >mé f hi rol p 
penton ntleman of high probity of 





The aim of C. F. Coffin, second vice- 
president and agency manager of the 
State Life of Indianapolis for 1911 was 
to make Indiana the leading State in 
point of production. In this connec. 
tion the “Honor Roll of States” for 
August Ist shows the following: “Indi- 
ana, Louisiana, Illinois, etc.” Mr. Cof- 
fin 1S &@ man of pronounced ability, and 
it was a foregone conclusion that he 
would “hit the mark.” 





August Is “President’s Month” with 
the field force of the Hartford Life, in 
honor of John G. Hoyt. It doubtless 
will, and should be the banner month 
in the history of the Company. To 
know Mr. Hoyt, is to take your coat off 
and work with him, for he himself ‘ a 
hustler and a producer of the fi.st 
caliber. 
nine cases were reserved for extended 
investigation. 

Thus the department not only per- 
formes a capital work in tracing and 
bringing criminals to book after crimes 
have been committed, but the knowl- 
edge that a suspicious fire will be 
thoroughly probed by a fearless Staite 
officer, must act as a powerful deter- 
rent upon many who might otherwise 
e tempted to fire their properties. 

Of equal if not greater good than the 
rounding up of deliberate arsonisis, is 
the inspection service conducted by 
Marshal Zuber’s office. 

Thus he tells us: 

War has been declared by the De- 
partment on old and dilapidated build- 
ings. During July 300 such buildings 
were condemned and ordered down in 
Cleveland, 200 in Cincinnati, 100 in 
Canton, 100 in Columbus, 25 in Toledo, 
and a like number in Dayton. A large 
number of inspections was made in 
many of the smaller cities and towns. 
The general inspection inaugurated in 
the larger Cities disclosed appalling 
fire conditions in congested districts. 
Through the condemnation of these old 
buildings, conditions in these congested 
districts will be much improved. 

Here then is a feasible plan for re- 
ducing the fire loss of the United 
States, and thus lessening the cost of 
insurance protection. 

Let property-owners unite with un- 
derwriters in securing the enactment 
of fire marshal laws, and when such 
offices are created, give loyal aid in 
furthering their work. 
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~ FIRE INSURANCE DEPARTMENT 











LOWEST SINCE 1906. 





Fire Loss in Baltimore for 1910 Aggre- 
gated $722,237—Principal Causes 
of Fires. 





The estimated fire losses in Baltimore 
last year, according to the annual re- 
port of the fire board, recently issued 
in pamphlet form, aggregated $722,237. 
It was the lowest figure since 1906, when 
the loss amounted to $612,567.75. In 1908 
and 1909 the loss exceeded $1,000,000 
each year. 

There were $1,603 fires in 1910, and in 
the report Chief Norton gives some in- 
teresting statistics as to their causes. 
He says that in 597 instances the cause 
was not learned. 

Twenty-three fires were attended by 
loss of life, and in nine instances per- 
sons were rescued by members of the 
department, 

The genera] causes and the number 
of fires started from each, are interest- 
ing. Here they are: 

Alcohol, 1; alcohol lamp, 1; burning 
camphor, 1; burning insulation, 6; ben- 
zine, 1; burning leaves, 2; burning rags, 
i; burning rubbish, 12; bonfire, 9; burn- 
ing paper, 1; building collapsed, 1; bal- 
loon, 2; boiling wax, 1; boiling turpen- 
tine, 1; ‘Durning controller, 1; back 
draught, 1; burning meat, 1; coal oil 
stove, 39; coal oil heater, 33: coal oil 
lamp, 52; Christmas tree, 2; clothing 
falling on stove, 2; can of turpentine, 1; 
coffee boiling over, 1; defective flue, 56; 
defective wiring, 6; defective oven, 3; 
defective forge, 1; escaping steam, 1; 
electric wire, 12; explosion of gasoline, 
6; explosion of cylinder head, 1; ex- 
plosion of picture machine, 2; explosion 
of steam dryer, 1; explosion of water 
back, 1; escaping gas, 1; false alarm, 49; 
friction, 5; fuse box, 2; explosion of 
glass tank, 1. 

Fireworks, 4; gas jet, 50; grease boil- 
ing over, 23; gasoline stove, 34; gas pipe, 
1; gas explosion, 1; gasoline, 8; gasoline 
lamp, 1; hot coals, 3; hot ashes, 15; in- 
cendiary, 5; lighted candle, 24; lighted 
natch, 47; lighted pipe, 1; lighted torcn, 
2; lighted cigarette, 9; lighted lantern, 
1; lightning, 1; matches, 4; overheated 
stove, 47; overheated furnace, 8; over- 
heated range, 3; overheated steam pipe, 
4; overheated stove pipe, 16; over- 
heated poilers, 4; overheated stack, 
1; overheated dryer, 1; open grate, 
2; playing with matches, 45; pitch 
boiling over, 12; playing with fire, 
7; painters’ torch, 3; pouring oil on fire, 
1; rekindle, 13; rosin boiling over, 1; 
sparks, 72; soot, 78; smoking a pipe, 
1; smoking in bed, 1; spontaneous com- 
bustion, 3; slaking lime, 1; thawing 
water pipes, 7; thawing gas meter, 1; 
tailors’ iron, 3; tinners’ pot, 1; unusual 
smoke, 74; unusual light, 6; unusual 
steam, 7; upsetting coal stove, 1; gas 
stove, 16. Chief Horton said that seven 
cf the alarms were unnecessary. 

There were 151 fires (not included in 
the above list) that were investigated 
by the department, but extinguished by 
ieee Department and citizens gen- 
erally. 

Chief Horton again recommends en- 
_ companies for the following local- 
ies: 

Federal street and Milton avenue, Or- 
leans street and Central avenue, Fort 
avenue and Boyle street, Cathedral and 
Preston streets and Light and Winder 
streets. He advocates automobile for 
the district engineers and the assistant 
superintendent of machinery. 





CLOSE CO-OPERATION. 





Rio Grande Fire and Western & South- 
ern Fire to Work in 
Harmony. 





C. W. Walker, president of the Rio 
Grande Fire Insurance Company, was 
elected vice-president of the Western & 
Southern Fire of Oklahoma City, Okla- 
homa, as well, while W. S. Thomson, 
president of the Western & Southern 
Fire Insurance Company, was chosen 





vice-president of the Rio Grande Fire. 

These two companies are operating 
as sister offices, thus reducing the ex- 
penses. In all probability, they will 
write an underwriters’ policy, which will 
be helpful to both institutions. 

The Rio Grande opened its offices for 
business on June 1. The first month’s 
net premiums were $23,000. It has one 
hundred and seventy agencies planted 
in Texas, and has made application to 
enter California and other States. 

The Company’s authorized capital is 
$500,000, and $250,000 surplus, with 
about $400,000 paid in. 

It recently reinsured the entire Texas 
business of the Security Fire of Daven- 
port, Iowa, 

President Walker is very much pleas- 
ed with the progress the Company has 
made and with its future. 





ADJUSTING FOR THE ASSURED. 





Company Forming for That Purpose in 
Western New York—A. A. King 
Moving Spirit. 





A. A, King for some years past spe- 
cial agent in Western New York for the 
New Yorx Underwriters Agency, and 
well known to field men in the Empire 
State, is prime mover in an organization 
forming to adjust losses for the assured. 
‘me Company is to be made up of busi- 
ness men of Buffalo, Rochester and 
probably Syracuse, and its operations 
will be directed largely to operating in! 
the Western section of the State. 

Meantime Mr. King has hung out his 
shingle at Rochester as an adjuster for 
the assured, and such is his record for: 
ability and square dealing that he} 
doubtless will be continuously em- 
ployed. 








TAKES A LARGER FIELD. } 
R. K. S. Allebach of Phoenixville Joins | 
Philadelphia Firm and Will Handle 
Special Risk Department. 








R. K. S. Allebach, weil known as the | 
author of “The Fire Insurance Agent | 
and His Agency” and “Mutual Fire In-| 
surance Fallacies” recently sold his fire | 
insurance agency at Phoenixville, Pa., | 
and purchased an interest in the firm of 
Clarence Hoyt & Co. of Philadelphia. 
Mr, Allebach will be in charge of the} 
Special Risk Department of the firm 
and with his energy and thorough 
knowledge of the business will, undoubt- 
edly, make a success of the undertaking. 
About a year ago one of the largest gen- 
eral agencies in the West made a flatter- 
ing offer to obtain his services, and a} 
little later a large general agency in 
this city offered him the Brooklyn city 
agency of their companies, but he} 
could not be induced to leave his ‘‘coun- | 
try agency” at the time. We are glad to | 
see him in a larger field where he right- 
fully belongs. 

He is arranging to place another of 
his technical productions before the in- 
surance world and those who know stat 
it will be his best work. 





SUCCEEDS HIS LATE FATHER. 





F. C. Bigelow Elected President of the 
St. Paul Fire & Marine Insur- 
ance Company. 





As was anticipated would be the case 
F. C. Bigelow, the former vice-president 
of the St. Paul Fire & Marine Insurance 
Company of St. Paul, has been elected 
its president, in succession to his late 
father Charles H. Bigelow, whose death 
eccurred a short time ago. James H. 
Skinner was chosen vice-president. 





Under date of August 3rd the Vulcan 
Fire, of Oakland, Cal., made applica- 
tion to the home insurance department 
for a license to begin business. It claims 
assets of $716,340; $501,015 of the 
amount being in cash and the balance 
in notes. Of the cash $243,510 is on ac- 
count of capital and $257,506 net surplus. 





Home Office 
46 Cedar St., New York 


CONTINENTAL INSURANCE COMPANY 


OF NEW YORK 
FIRSTS 


First in net surplus 
First in opposing unfair dictation 
First in supporting Agency interests 


HENRY EVANS, President 


Western Office 
332 South La Salle St., Chicago 








FIDELITY-PHENIX FIRE INSURANCE COMPANY 


OF NEW YORK 





One of our business principles 
is that the good of the Agent 
is the good of the Company 





Home Office 
46 Cedar St., New York 


HENRY EVANS, President 


Western Office 
137 South La Salle St., Chicago 








FIDELITY (FIRE) 


Home Office 
46 Cedar st., New York 


OF NEW YORK 


We want more good Agents, and we remind 
possible applicants that the backing of this 
organization is worth having. 


Gross Combined Assets ....... $37,988,337 


Policyholders Surplus........... $20,797,688 
Liabilities ...................cccceees $17,190,649 
GR xi cacantcnacesssesaciecassooens $4,500,000 


UNDERWRITERS 


Western Office 
332 South La Salle St., Chicago 








CHICAGO PREMIUMS. 





Royal Continues to Lead—lIts Income 
for Year $466,556—Other Success- 
ful Business Getters. 





iae Royal continues to hold premier- 
ship in the race for business at Chicago, 
its aggregate returns for the year end- 
ed June 30th being $466,556. In order 
other companies wrote business as fol- 
lows: Royal, $466,556; L. & L. & G., 
$354,549; Hartford, $346,442; Home, New 
York, $313,872; Aetna, $308,891; Fidelity- 
Phenix, $221,194; National, Conn., $20s,- 
104; Queen, $197,253; Phoenix, Conn., 
$169,831; Commercial Union, $167,483; 
Northern, $163,006; Germania, $159,798; 
American, N. J., $151,969. 


Automobile Fire Apparatus for Newark. 





A late Newark, N. J., happening of 
interest to insurance men was the in- 
stallation of the new automobile fire 





apparatus in Engine House No. 21, in 
the Vailsburg section. The motor, 
which is gasoline propelled, furnishes 
power both for locomotion and for 
pumping. The apparatus isn’t much 
larger than the Salvage Corps automo 
biles, but it does the work of a horse 
drawn steamer, and also carries its own 
hose, so that a tender is not necessary 
If this apparatus proves satisfactory 
(and there is every reason to believe 
that it will), similar automobiles will 
be installed in other fire houses in the 
outlying districts. 


Succeeds Grover With Phoenix of Eng- 
land, 

William Bush will on September 1 

resign his connection in the New Eng- 





* land field for the Queen to become spe- 


cial agent in Northern New England 
and Massachusetts for the Phoenix of 
London. In the latter position Mr. Bush 
will replace J. W. Grover who recently 
retired to assume the secretaryship of 
the Underwriters Association of New 
York State. 
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DONATES $17,500. 





President Harris of Georgia Fire Con- 
tributes Funds to Help Swell 
Company’s Surplus. 





An investigation of the Georgia 
Fire, of Georgia, by a firm of certified 
public accountants representing the 
home State Insurance Depariment, dis- 
closes a peculiar circumstance.  In- 
stances of executive officers contribu- 
ting funds to improve the financial 
status of their respective corporations 
without hope of return, are not so com- 
mon in the realm of fire insurance as 
to fail to excite comment. That, ac- 
cording to the report is exactly what 
W. J. Harris, president of the Georgia 
Fire did; the extent of his contribution 
being $17,500. Here is the remarkable 
tale as set forth in the unromantic 
language of the official communication 
to Georgia’s commissioner: 

Atlanta, Ga., July 21, 1911. 
File No. 811. 

Hon. William A. Wright, Insurance 
Commissioner State of Georgia, 
Atlanta: < 

Dear Sir—As requested, we have 
made an examination of the books and 
accounts of the Georgia Fire Insurance 
Company of Polk County, Georgia, for 
the period from January 1 to June 30, 
1911, and beg to submit our report con- 
sisting of exhibits and schedules as 
follows: 

Exhibit A—Statement of operations. 

Exhibit B—Statement of condition 
as at June 30, 1911 

Exhibit C—Underwriting, investment 
and miscellaneous exhibits. 

Schedule 1.—Mortgage loans. 

Schedule 2.—Stocks and bonds own- 
ed. 

Schedule 3. 
bank deposits. 

Schedule 4. 
miums. . 

Schedule 5.—Unearned premiums. 

Scope of Audit. 

We verified bank accounts; vouched 
cash book and journal; checked ledger 
postings; proved trial balance of June 
50, 1911; examined and listed mortgage 
notes, stocks and bonds, and verified 
accrued accounts. 

Remarks. 

As shown in exhibits “A” and “C,” 
the premiums on business reinsured in 
other companies for the six months 
ended June 30, 1911, amount to $100,- 
758.91, which amount is $1,856.45 in 
excess of the premiums on business 
written, less return premiums, for the 
same period. One company reinsured 
$80,997.95 for the Georgia Fire Insur- 
ance Company and allowed as commis- 
sion $37,244.32, or an average commis- 
sion of 45.98 per cent. 

The business reinsured was three and 
five year term business, and the result 
of this wholesale reinsurance and of the 
commission retained has been to im- 
prove the financial condition of this 
Company. 

Our previous report, dated March 29, 
1911, showing condition of the Company 
as at December 31, 1910, carried a lia- 
bility of $10,000 to W. J. Harris cover- 
ing advances made by him during the 
year 1909. Mr. Harris contends that 
this was not a loan or advance, but a 
free donation to the Company, accepted 
as such at the time. Neither the books 
of accounts nor the minutes of direc- 
tors’ meetings were clear on this point 
and, as stated, we treated this amount 
as a liability. To. remove any possible 
doubt regarding it the board of direc- 
tors, in their meeting held April 27, 
1911, adopted a resolution in which the 
sum referred to was accepted unre- 
servedly and without qualification by 
the directors of said insurance com- 
pany, it being set out in the resolution 
that the sum was freely given by W. J 
Harris and accepted as such by the in- 
surance company without any legal lia- 
bility on the part of said insurance com- 
pany to Mr. Harris 

On June 24, 1911, Mr. Harris made 





Sundry out of town 


Unpaid reinsurance pre- 





another donation to the Company to the 
amount of $7,500, which, by resolution 
of the board of directors, was accepted 
unreservedly and without qualification 
and without recourse or liability on the 
part of the Company. 

Acting on these resolutions, we have 
included both amounts, making a total 
of $17,500 in the surplus account as set 
out in exhibit “C” herewith.» 

In the statement of March 29 referred 
to we show non-admitted assets aggre- 
gating $4,000. The inventory of print- 
ing and supplies, amounting to $1,500, 
has since been charged out to expenses, 
and the other items, consisting of fur- 
niture and fixtures and maps, have been 
disposed of and converted into admitted 
assets. For that reason, we have to add 
this $4,000 to the surplus accruing since 
January 1. 

We believe that the statement pre- 
sented in exhibit “B” herewith is a true 
statement of the Company’s financial 
condition as at June 30, 1911, and also 
believe that the operations of the Com: 
pany for the six months under review 
are truly set out in exhibits “A” and 
“C,” which statements, we trust, are set 
out in sufficient detail for your needs. 
Respectfully submitted, 

(Signed) Alonzo Richardson & Co., 
Certified Public Accountants. 





NATIONAL EXCHANGE FIRE, 





Organization Promoting the New Waco, 
Texas, Company Hopes to Have It 
Underway by January 1. 





So satisfied are the promoters of the 
National Exchange Fire, of Waco, Tex., 
with the reception accorded their prop- 
osition that they confidently count upon 
having the Company in the field by the 
first of the new year. 

The capital of the institution is to be 
$1,000,000, with a surplus of $500,000. 
The directorate, it is promised, will be 
a notably strong one, while the general 
agencies will be chosen with extreme 
upon a basis that will make for per- 
eare, the intention of the promoters 
being to place the National Exchange 
manency. 





Chicago to Celebrate Great Conflagra- 
tion. 





Celebration of October 9, 1871, the an- 


SPECIAL FIRE PROTECTION. allowances for use of the co-insurance 





Manufacturers Located Beyond Limits Western Union so instructing. Some of 
of Chattanooga Arrange for Service the agents would ignore the request 
in Case of Need. claiming that it violates an understana. 
ing formerly had with the supervisory 
To secure protection from the fire organization. ‘ 
department of Chattanooga, Tenn., a 
pumber of manufacturers whose plants 
are located just beyond the city line Agency Secretary John H. Packard 
have agreed to pay $30 for each com- of the London Assurance Corporation, 
pany called on their account. arrived in New York from a European 
It is expressly provided that the city trip several days ago. 
will in no wise be liable for the neglect 
of companies to answer the call for 
outside aid, and that response is to 
be made only in the event of the 
Chattanooga firemen not being other- 
wise engaged. 








Commercial Union Assurance Company 
(Limited) 


| OF LONDON 





Ordered to Discontinue Allowance. 
PINE AND WILLIAM STS., NEW YORK CiTy 


Because of the valued policy law of 
Kentucky local agents of Louisville 
have been directed to cease granting 





WESTERN 
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| 
TWO HUNDRED AND FIRST YEAR 


SUN 
INSURANCE OFFICE 
OF LONDON 


FOUNDED 1710 
United States Branch: 
54 PINE STREET, NEW YORK UNITED STATES BRANCH 
Western Department: January 1, 1911 
171 La Salle Street, Chicago ren rere eens. ae $2,361,430.92 
t PIPES ID. Bk nadenidiovsssuenenrs 965,981.82 
HON. GEO. A. COX, President 
W. R. BROCK, Vice-President 
W. B. MEIKLE, Gen. Manager 


ASSURANCE CO. 


of Toronto, Canada 





Pacific Department: 
SANSOME AND SACRAMENTO STREETS 
San Francisco, Cal. 


Agents Wanted at Unrepresented Points 














niversary date of the great conflagra- 
tion will be made in Chicago this year 
by the creation of “Fire Prevention 
Day,” that is if plans of the Chicago As- 
sociation of Commerce are carried out. 


Will Probe New Orleans Rates. 





Upon complaint of a prominent car- 
riage manufacturing concern of New 
Orleans, La., that rates upon its prop- | 
erty were unreasonably high, the Fire | 
Rating Board of Louisiana will probe 
the tariffs wporn carriage manufacturies. 





Missouri Company Elects Officers. 

Application for authority to begin 
business has been made by the Central 
Union Fire of Kansas City, Mo., which 
has a capital of $350,000 and a surplus 
of $90,000. Recently elected officers of 
the Company are: President, T. T. 
Kelly; vice-president, J. G. Edwards; 
secretary-treasurer, E. R. Durham. 





Savannah Fire to Start Soon. 





With a capital of $100,000 and sur- 
plus of $50,000, the Savannah Fire In- 
surance Company of Savannah, Ga., 
plans to get underway about October 
1. Miles B. Lane will be its president, 
and W. F. Train, secretary and treas- 
urer. 


Receiver Gets British Surplus Liner. 





A receiver has taken what is left of 
the National Provincial Insurance Cor- 
poration, Ltd., of London, England, 2 
surplus line writing concern, for which 
Shipman & Wayne, of Chicago, were 


a, W. ALEXANDER, Sec 
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CHARLES TOWN, WEST VIRGINIA 
Cash Capital $300,000.00 Surplus to Policyholders $438,860.21 
FOR AGENCIES IN NEW YORK, NEW JERSEY and PENNSYLVANIA, 
Apply to HARRY W. BIRCHARD, Special Agent, ELMIRA, N. Y., or HOME OFFICE 








LECITIMATE SURPLUS LINES 


z Extra facilities for Local Agents 
The Yorkshire Insurance Company, Ltd. 
OF YORK, ENGLAND 
FRANK & DvuBOIS, U. S. Correspondents, 47 William St., New York 


Authority to adjust and pay all Losses, and Power of Attorney to accept service 
of legal process. 
Funds held on deposit in New York banks for protection of American policy-holders. 














THE SCRANTON FIRE INSURANCE COMPANY 


SCRANTON, PA. 
“NOT THE OLDEST—NOT THE LARGEST—JUST AS GOOD” 





Agency Connection Solicited Where Not Represented 
’ 














JEFFERSON 


FIRE INSURANCE COMPANY 
OF PHILADELPHIA 


ALEXANDER N. STEWART, President 
8. LAURENCE BODINE, Vice-President 
SAM’'L W. SCOTT, Secretary 








the United States correspondents. 
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DANGER OF GROUP FIRES 


CONDITIONS AT YONKERS, N. Y. 








Buildings of Weak Construction—Fire 
Alarm System Unreliable and Fire 
Department Undermanned. 





While the fire department of Yonkers, 
N. Y., is efficient as far as it goes, it is 
undermanned, and to put it upon a basis 
of safety the strength of each company 
should be increased and three addition- 
al stations erected. 

Again, according to the engineers of 
the National Board of Fire Underwrit- 
ers: “The weak construction of nearly all 
puildings, the frequent high winds, nar- 
row streets, an umreliable fire alarm 
system, make the conflagration hazard 
severe in many parts of the principal 
mercantile district, but areas are small 
and there are several open spaces, so 
that, in this district, other than serious 
group fires are improbable under normal 
conditions. The larger manufacturing 
establishments have much private pro- 
tection, and only group fires are prob- 
able. The residential districts present 
the usual flying-brand hazard in the 
closely built sections, containing flats 
and minor mercantiles, the hazard of a 
sweeping fire is high, especially where 
the hydrant pressures are low.” 

The Fire Department. 

Reviewing the composition and opera- 
tion of the fire department, the report 
gays: 

“The department is practically on a 
full paid basis, under the direct super- 
vision of the commissioner of public 
safety, and the command of a capable 
chief, ably assisted by the assistant 
chiefs. The personnel is fair. Appro- 
priations for maintenance have increas- 
ed in recent years, but have scarcely 
kept pace with the rapid growth of the 
city; the money expended on the vol- 
unteer organization could be used to 
greater advantage in enlarging the paid 
force. The department is undermanned 
and is still further weakened by the al- 
lowance of time off under tthe present 
arrangements; no provision is made for 
relief men to take the places of mem- 
bers on leave; during meal periods, the 
active force is reduced one-half. 

“Several outlying sections are at long 
distances from fire companies; ladder 
protection is lacking in the eastern sec- 
tion and is especially weak in the south- 
ern section. Response to alarms is 
somewhat delayed by the many hills 
where detours are necessary and by 
long runs for horse-drawn apparatus; 
these conditions are best met by using 
automobiles, which service has been in- 
augurated in the department and should 
be further increased. Apparatus is in 
good condition, but the aerial ladder is 
of slow raising pattern and should be 
remodelled. The engine is overrated; 
automobile apparatus is well adapted 
for suburban work where long runs over 
poor and hilly roads are necessary. 
Hose is of good quality, but the supply 
is somewhat deficient and some of that 
in use is old. Minor equipment is some- 
what deficient. Stations are in only fair 
condition and generally crowded. Sev- 
eral are poorly located, making up-hill 
runs necessary. The department has no 
repair shop, but local facilities are good. 

“Discipline is well maintained, but 
the rules are old and out of date. Reg- 
ular drills have been abandoned, owing 
to the small number of men on duty, 
and the drill tower is in need of repair. 
A system of drills, in charge of a com- 
petent official, is necessary in order that 
the men may attain efficiency in the 
handling of hose and ladders and in life 
Saving. Fire methods are good and 
chemicals are used to advantage; losses 
could be further reduced by salvage 
work. Building inspections by depart- 
ment officers would be of great value 
and should be inaugurated to secure the 
Temoval of hazardous conditions. Rec- 
ords are well kept and very complete; 
suitable reports are made. 

“The department is efficient for its 


size, but is seriously handicapped by the 
small manual strength of companies at 
times, the poor location of some com- 
panies and lack of ladder protection in 
some sections.” 





J. B. KREMER DEAD. 





Final Summons Comes to Famous 
Middle Department Underwriter— 
His Career. 

James Brainérd Kremer, for fully 
twenty-five years in the service of the 
Liverpool & London & Globe Insurance 
Company in the Middle Department, 
first as its special agent and since 1902, 
until his retirement from active busi- 
ness two years ago because of ill 
health, its general agent for Philadel- 


phia and suburban territory, died at 
the home of his son in Montclair, N. 
J., the latter part of last week. 

A son of Rev. and Mrs. Amos H. 
Kremer, James B. was born in Ship- 
pensburg, January 25, 1842, moving to 
Carlisle in 1846 with his parents. He 
was educated in the public schools of 
Carlisle and was prepared for college 
at the private school of his uncle at 
Heilmans Dale, Lebanon county. He 
entered Dickinson in 1859, moved with 
his parents to Lancaster in 1861, en- 
tered the junior class of Franklin and 
Marshall and was graduated in 1862. 

‘After graduation he taught a girls’ 
school in Allentown, then in New Hol- 
land and finally in Lancaster. He be- 
gan business in the jewelry store of 
E. F. Zahm, in Lancaster, and a few 
years later entered the fire insurance 
business. 

In 1872 he, with Edward J. Durban, 
engaged in the local agency business 
in Philadelphia, and in 1880 became 
special agent of the Scottish Commer 
cial and the Lancashire in what is now 
known as the Middle Department. In 
July, 1883, he became special agent of 
the Liverpool & London & Globe for 
the same territory, and in 1902 was 
made general agent of the same com 
pany for Philadelphia and the subur 
ban territory. A nervous breakdown 
in 1909 compelled his retirement from 
business, since which time he has lived 
with his surviving son and daughter in 
Montclair. 

In 1889 he was appointed by Gover- 
nor Beaver as secretary of the Johns- 
town Flood Relief Committee and 
after the death of Judge H. H. Cum- 
mings succeeded him as a representa- 
tive of the commission at Johnstown. 
He was appointed a member of the 
board of trustees at the State Hospital 
at Wernersville. 

He married Miss Martha Ellen 
Nevin. They had three children, Mrs. 
Martha Goodrich, deceased, James 
Brainerd and Miss Reba Kremer. He 
is also survived by two brothers, the 
Rev. Ellis N. Kremer and William 
Nevin Kremer, the latter being presi- 
dent of the German-American Fire of 
this city. 





ADMITS INSOLVENCY. 





Attorney for Ohio Insurance Company 
Says It Will be Reorganized—State 
Office to Make Investigation. 





While admitting the insolvency of the 
Ohio Insurance Company, formerly of 
New Albany, Ind., but now of Indian- 
apolis, the attorney for the concern op- 
posed the application for receivership 
upon the ground that its management 
was planning reorganization. 

Suits for the collection of losses havo 
been filed against the Company, and 
altogether its condition was such in the 
opinion of the court as to warrant an 
examination of its affairs by State of- 
ficials, and this will now be done by 
Attorney-General Honan. 





Preparatory to its coming East the 
Western Empire Fire of Spokane, 
Wash., is being examined by its home 
State Insurance Department, 


ARREST IN ARSON CASE. 





Part Owner of Burned Plant at North | 
Bergen, N. J., Charged With Will- 
fully Concealing Knowledge. 





Henry Solfleisch, former secretary 
of the Board of Education of North 
Bergen, N. J., and well known politi- 
cally there, was arrested on Monday 
in connection with a fire, alleged to be 
incendiary, which was discovered in 
the plant of the American Trimming 
Company, at North Bergen, last month. 
He is charged with “willfully concealing 
from the. authorities knowledge of a 
crime.” He was released on $1,000 bail. 

Solfleisch, who is one of the part 
owners of the plant, was arrested in 
Recorder Medina’s courtroom, where 
he appeared during the hearing of Gus- 
tave Fischer, head of the American 
Trimming Company, and Frank Oes- 
trieker, who had been arrested in Bos- 
ton a few days before on a charge of 
arson in connection with the same 
affair. 

Oestrieker confessed in court that he 
set the fire and made the claim that 
Fischer “hypnotized” him into doing 
so. He said he was to have received 
$100, but got only $18. The attempts 
to burn the factory proved abortive be- 
cause of a premature discharge of ex- 
plosives, in which Oestrieker’s hands 
were badly burned. Fischer pleaded 
not guilty. The plant was insured for 
$10,000. 





EXCESSIVE PATERNALISM 





Of the Oklahoma Insurance Commis- 
sioner—Memorandum of 





Agreement. 

The Oklahoma Insurance Commis- 
sioner is issuing to insurance compa 
nies blank forms entitled “Agreement 
and Application for License,” in which 


companies are required over the signa- 
tures of their presidents and secreta 
ries and the corporate seal of the com- 
pany to agree to transact business ac 
cording to the laws of Oklahoma and 
pay all taxes and fees imposed by law, 
and in addition to agree to the follow 
ing: 

“Said company agrees not to accept 
any insurance solicited by a person 
who has not received a license from 
the Insurance Commissioner of Okla 
homa, and also agrees not to reinsure 
any business written in the State of 
Oklahoma in a company not licensed 
to transact business in said State, and 
not to interfere with any agent in the 
conduct of his business on account of 
said agent representing companies that 
are commonly called ‘union’ or ‘non- 
union’ companies.” 

This would prohibit a New York 
company from accepting insurance on 
the Oklahoma property of a citizen of 
New York from a New York broker. 
There is nothing in the Oklahoma law 
giving the Insurance Commissioner of 
that State the right to demand such 
agreements.—“Journal of Commerce 
and Commercial Bulletin.” 





FORMER STATE OFFICIAL DEAD. 





Stewart Goodrell, for Years Head of 
lowa Insurance Department, 
Passes Away. 





Death claimed Stewart Goodrell, ten 
years or more head of the Iowa Insur- 
ance Department, at the home of his 
sister in Des Moines, some days ago. 

Following his retirement from public 
life in 1903 Mr. Goodrell became identi- 
fied with the National Life Insurance 
Company of the United States, subse- 
quently launching into the promotion 
line. His last effort was the attempted 
launching of the United Insurance Com- 
pany of this city: a scheme that proved 
futile, and the collapse of which serious- 
ly preyed upon Mr. Goodrell’s mind and 
undoubtedly hastened his end. 





‘The Leading Fire Insurance Company 
of America.” 





Cash Capital - ~- $5,000,000.00 
WM. B. CLARK, President. 
W. H. King, Vice-President. 

Henry E. Rees, Secretary. 


Assistant Secretaries. 
A. N, Williams, E. 8. Allen, 
E. J. Sloan, Guy E. Beardsley 


W. F. Whittelsey, Jr., ‘‘ Marine” 








GERMANIA 
FIRE INSURANCE COMPANY 


PE iisins 0 00% 6,648,971.67 
Net Surplus 2,021,740.21 
Surplus for Policy 

Holders ....... 3,021,740.21 


HEAD OFFICE 
Cor. William & Cedar Streets 








For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 

Cash Capital $1,000,000.00 
Cash Assets 4,820,678.00 
Cash Surplus to Policy 

Holders - - 2,288,079.00 

rhe real strength of an insurance company is in 
the conservatism of its management, and the man 
agement of THE HANOVER is an absolute as 


surance of the security of its policy 

R. EMORY WARFIELD - President 

JOSEPH McCORD - Vice-Pres. & Sec'y 

WILLIAM MORRISON - Asst. Sec'y 

JAMES W. HOWILE - - Gen. Agent 
HOME OFFICE: 

Hanover Bidg., 34 Pine St. 

NEW YORK 
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RAPS FIRE DEPARTMENT. 

(Continued from page 1.) 
with the fire department. Telephone 
service widely distributed and much 
used for sending alarms; one exchange 
hazardously located. Private fire ap- 
paratus for use only in individual plants. 
Powerful outside aid available in 2 to 
3 hours. 

“Summary.—Water supply from ade- 
quate source; supply works reliable; 
quantities available insufficient and at 
a low pressure, owing to inadequate dis- 
tribution system and small size of hy- 
drants. Fire department untrained and 
unreliable. Fire alarm facilities inade- 
quate and unreliable. 

Structural Conditions and Hazards. 

“Building Department.—No laws, ex- 
cept those defining fairly inclusive fire 
limits; practically no supervision. Struc- 
tural conditions weak. 

“Explosives and Inflammables.—Laws 
inadequate. Some hazardous conditions 
in regard to gasolene and accumulations 
of rubbish. 

“Electricity—No municipal control. 
Underwriters inspect new installations. 
New inside work good; much old work 
in hazardous condition. Wires mainly 
underground in business section. 

“Conflagration Hazard.—Under nor- 
mal conditions, serious group fires may 
be expected, but the probability of a fire 
destroying the business district is 
small; however, under adverse wind 
conditions, a conflagration might easily 
occur, because of poor construction, a 
poorly trained and unreliable fire de- 
partment and inadequate water supply. 
The conflagration hazard is slight out- 
side the mercantile district.” 

General Summary. 

Summarized conditions in the city in 
all that affects the fire hazard were 
found to be as follows: 

City in General. 

“Population about 83,000. Important 
manufacturing center. City very hilly, 
many grades severe. Average wind 
velocities moderate; high winds fre- 
quent. Temperatures severe for short 
periods. Average number of fires high; 
losses low. 

Fire-Fighting Facilities. 


“Water Supply—Municipal owner- 
ship: organization and management 
good. Records fairly complete. Supply 


pumped from surface sources and wells; 
insufficient for prolonged dry periods. 
Pumping capacity sufficient; stations 
norfireproof and not adequately pro- 
tected. Equalizing reservoirs, at good 
elevation, have capacity of over six 
days’ supply. Scattered areas at higher 
elevations poorly supplied by repump- 
age, with equalizers of small capac- 
ity. Domes tie consumption moderate. 
Pressures good in high value districts; 
insufficient for effective hydrant streams 


. department. 


at higher elevations. Main arteries in- 
adequate; secondary feeders jacking in 
most sections outside of important dis- 
tricts; minor distributers mostiy small 
and incompletely gridironed. Some old 
mains unreliable. Gate valve spacing 
wide; many in poor condition, Hydrants 
in good condition; spacing too wide. 
Material improvements to supply and 


distribution under investigation or 
authorized. 

“Fire Department.—Full paid, except 
for several volunteers associations. 


Chief capable; discipline well maintain- 
ed. Under civil service regulations; 
personnel fair. Companies undermanned 
during meal hours and vacations. Dis- 
tribution of companies only fair; sev- 
eral poorly located. Ladder protection 
very-weak in eastern and southern sec- 
tions. Apparatus in good condition; 
minor equipment somewhat deficient. 
Some hose old and supply inadequate. 
Stations in only fair condition. Re- 
sponse to alarms well arranged; delay- 
ed by hills. Fires well handled; no drill 
school. No building inspections. Rec- 
ords complete and well kept. 

“Fire Alarm System.—Automatic sys- 
tem; a part of the fire department; 
maintained by the chief. Headquarters 
seriously exposed and contains unnec- 
essary hazards. Apparatus inadequate. 
Charging circuit poorly installed. Wir- 
ing in houses poor. Duplicate alarm 
circuits; box circuits long and badly 
overloaded; at many points on poles 
with high-tension circuits. Many boxes 
of unsatisfactory type, some poorly 
located; lightning arresters not ground- 
ed. Boxes fairly clean and in operative 
condition. Distribution good in mer- 
cantile district; poor elsewhere. Tests 
satisfactory; records good. 

“Fire Department Auxiliaries.—Re- 
cent law creates office of State fire 
marshal and gives ample power for in- 
vestigation of fires; duties of fire mar- 
shal formerly performed by chief of fire 
Public service corpora- 
tions and police co-operate with the fire 
department. Telephones much used for 
alarms of fire. Private fire protection 
extensive in several large manufactur- 
ing plants. Powerful outside aid readily 
available, 

“Summary.—Adequate water supply 
can be readily conserved for fire pro- 
tection; pressures sufficient for direct 
hydrant streams in important districts, 
but quantities barely adequate under 
normal consumption; insufficient else- 
where. Fire department efficient, but 
undermanned; several companies not 
well located; ladder protection deficient. 
Fire alarm system inadequate and un- 
reliable. 

Structural Conditions and Hazards. 

“Building Department.—Building laws 
fairly satisfactory on subjects covered, 
but many important provisions omitted: 


FIRE AND LIFE INSURANCE 8TOCKS. | 











(Quotations furnished by E. 8. BAILEY, Broker, 66 Broadway, New York City) 


DIVIDENDS | Bia 














COMPANIES CAPITAL | Approx. When price | price 
Annl. Div. Payable perc 
City Of Baw Work .<<.ccccessccccsccccsesevess $500,000 10 2 160 200 
Commonwealth ceetees ),000 10 Jad | 326 kane 
Continental ---..- 2,000,000 50 | J&J 1025 | 1050 | 
Empire City ... 200,000 8 J &J 190 oa | 
Fidelity-P henix . oes 2,500,000 10 } Ja&J | 310 325 
German Alliance.-.-- 400,000 15 Tad 3200 320 
German-American ....---++-e.-eeeees 2,000,000 30 | JaJ | 500! 525 
Germania ($50) Fire ......-.2.-+-0+++++++++| 1,000,000 20 | Jad 300 310 | 
Glens Falls ($10)..---.----++-+eeee eee ceees 200,000 30 } Jad 1525 aa *E 
Globe & R utgers.. seen etree eeeeees 400,000 40 475 500 
Hanover ($50). sev eecccveces ces 1,000,000 16 wee Tse | 
Home Fire ..-.--+-+++ «+++ 3,000,000 35 J&aJ 700 715 
Nassau ($50). 200,000 10 J&aJ 165 175 | 
Niagara ($50) . seceeecccceccesceeceessess| 1,000,000 20 Jad 290 305 | 
North River ($25)...........ccccecccseseeseee|] 360,000 10 A&O 150 165 
Pacific ($25).. Se nee eee eeeeeeeneeeeeeens 200,000 | 14 J&J 185 ‘iia 
Peter Cooper ($20) ..-.-0-02-csee-eeeseeeeess| 150,000 6 Jas 90 | 105 
Stuyvesant --.--- cece cece eerceeeeseneeeeees 400,000 10 J&d 150 ‘ 
United States ($25 250,000 v v 90 100 
Westchester ($10) - sccccceccesccrseeess| 300,000 40 F&a 490 510 
Williamsburg City ($5 OOF sscivstncetaaseshags 000 20 Jad 370 395 
LIFE 
ai sudsin daiecssinenencanetratnds 2,000,000 15 Q ; 650 660 
Connecticut venponnet eedubersieiecned+ames 300,000 2 Jad 250 saul 9 
Equitable .... ined binennennmeetes 100,000 7 A 300 aa 
ind sas uednenbedsaretieseon hin 200,000 12 J&JI 210 225 | 
DT Pic becckesessoevevesverssioverese 500,000 10 JaJ 150 eabien 
I Ts itive neta dacciawereesvnotenetate 125,000 12 M&N 275 anes 
ID BE Ransccedvccensvserwesrsesecegs 100,000 26 O& F 400 438 | 
Metropolitan ($25) ...........+--eeseeeeereee 2,000,000 7 MA&N 155 75 | 
TL cincneccenssunsvexsecneveei -000,000 10 450 500 | 
pon a. re 2,500,000 | 20 900 ease | 
I IR onc csc cigtvscssnsseser | "264000 | 7 ) JS&I 105 | 
V-No Information Q-Quarterly A-Annually | 





| rect 


| question arising as to 
| above classes a particular risk belongs, 


| as to make the 


| tee, whose decision shall be 





gare limits uistrict only 
Coustruction poor 1 
jaige proporucn oi 


welt Culorceu, 
lairiy inciusive. 
business district; 
frame puliaiugs. 

“expiosuves and Inilammables.—Goou 
laWs Ou igh expi0sives ald hreworks,; | 
practicaily no reguia@uons OL other dan- | 
serous wiateriais. liazaraous conditions | 
ia regard to gasolene. Many accumuia- 
uoas of ruobish. 

“Electricity —No municipal control 
over interior wiring; underwriters in- 
spect new work aud entorce National 
miectrical Code; much old work im 
nazardaous condition. Outside work in 
lair to good condition; overhead wire 
Ovstrucuons serious. No underground 
aistrict; main telephone cables and 
high-tensiou transmission lines under- 
ground. 

“Conilagration Hazard.—Severe local- 
ly in the mercantile districts, owing 0 
many itrame buildings and weak con- 
struction, and undermanned, althouga 
efficient, tire depariment, an unreliavie 
tire alarm system, irequent high winas 
and narrow stieets. ‘ihe larger mauu- 
facturing plants are sprinklered and 
have gvuod private protection, and only 
group tires are provable. Outlying ais- 
tricis consist mainly of detached frame 
buildings, largely shingle-roofed, with | 
the usual flying-brand hazard increased 
by a poor water distribution system for | 
direct hydrant streams.” 








SPRINKLERED BUSINESS. 





Conditions Which it is Suggested Will | 
Govern Its Future Writing in the 
West. 





Members of the Western Union are 
asked by the governing committee of 
the organization to vote upon the adop 
tion of rules suggested for controlling 
the future writing of sprinklered risks: 

“Resolved as mandatory, That rule 
65, Term Risks, be amended to extend 
the writing of sprinklered business 
under the following conditions: 

“1. Sprinklered mercantile buildings 
(exclusive of stock, which shall not be 


written for more than one year), in- 
cluding buildings with small manufac 
turing concerns connected with the 


mercantile occupancies therein, may be 
written at one and one-half times the 
annual rate for two years, twice the 
annual rate for three years, two and 
one-half times the annual rate for four 
years and three times the annuai rate 





for five years. (This extends the term 
privilege to certain mercantile build 
ings containing manufacturing risks 


which heretofore have been ineligible.) | 

“2. Sprinklered risks not embraced in | 
the preceding section, including sprink- | 
lered manufacturing risks and special 
hazards, both buildings and contents, 
may be written at one and three-quar 
ters times the annual rate for two 
years, two and one-half times the an- 
nual rate for three years, three and 
one-quarter times the annual rate for 
four years and four times the annual 
rate for five years. 

“(These scales are applicable to use 
and occupancy insurance, rental and 
leasehold insurance and profits and 
commission insurance as well as to di- 
insurance on the above described 
sprinklered property itself. In case of 
which of the 





or as to whether the equipment is such | 


risk eligible for term 


| insurance as a sprinklered risk, it shall 


be referred to the governing commit- 


final.)” | 





WESTERN ano 
ATLANTIC FIRE 
INSURANCE CO. 


NASHVILLE, TENN. 
CAPITAL - - $200,000.00 
NET SURPLUS - $134,000.00 


H. H. RIMINGTON, Manager 
C. A. ROWLAND, Special Agent 
21S. Linwood Ave. - - Crafton, Pa. 
OPERATING IN 


Tennessee, Kentucky, Pennsylvania, Illinois, 
Alabama, Louisiana and Colorado 








JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS, 








LOUIS SHERWOOD 


REPRESENTING 
Fire, Casualty and Surety Co’s 
15 Exchange Place, Jersey City, N. J. 





EXCELLENT FACILITIES FOR HANDLING 
BROKERS LINES. Phone, 33 Jersey City 








SURPLUS LINES 


D. C. SCHUPP & CO. 
159 La Salle Street, Chicago 


Lines placed anywhere in U. S$. and Canada 
LIBERAL COMMISSIONS PAID 











ARNOLD & WANNEMACHER 
REPRESENTING 
Teutonia of Allegheny, Pa. 
Humboldt of Allegheny, Pa. 
German American of Pittsburgh, Pa. 
Detroit of Detroit, Mich. 
438 WALNUT ST., PHILA., PA. 








HERBERT BUXTON, Pres. and Mgr. 


Buxton Insuring Agency 


63 William 8t., New York 


Excess Lines handled anywhere. 
connections at Lloyds, London 


CORRESPONDENCE SOLICITED. 


Good 











H. G. HARRIS & CO. 


Fire Insurance 
ATLANTIC CITY, N. J. 


Representing Eighteen Leading 
Fire Companies 





for 
Atlantic City and Vicinity 


Have desirable opening for 
another strong company. 











Established 1864 


gE. S&S. 


66 BROADWAY ; 





Telephone 2817 Rector 


BAILEY 


——DEALER in—— 


Fire Insurance. Stocks “‘A Specialty”’ 


NEW YORK 
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CASUALTY AND 





SURETY HAPPENINGS 


i$ 10 WEATHER INSURANCE 


SCHEME OF LONDON OFFICE. 





Method of Computing Premium—Op- 
portunity for Gamblers to Try 
Their Luck. 





Insurance against bad weather is just 
now the subject of much discussioa, pro 
and con, in the English newspapers and 
scientific journals. Two articles on this 
question appear in the April number of 
Symon’s Meteorological Magazine. Dr. 
Mili, the editor, quotes from The Times 
the prospectus of the Excess Insurance 
Company, Limiied, which offers four 
forms of rain insurance policy, known 
as Pluvius “A,” “B,” “C,” and “D.” The 
first provides for compensation in case 
within a specified week there are more 
than two days on which rain falls to 
the amount of over 0.20 inch. The pre- 
mium is one-eighth of the weekly com- 
pensation; thus, £1 per week premium 
would bring £8, in case the limit of 
rainfall was exceeded within the week. 
Pluvius B provides for payment for 
every day on which the raiafall exceeds 
0.20 inch, and the premium per week is 
one and one-half times the compensa- 
tion payable per day. Pluvius C takes 
account of smaller falls of rain, and 


offers compensation for the second and 
each additional “rain day” (a day with 
0.01 or more of rain) in every separate 


week having a total rainfall exceeding 


0.15 inch. The premium per week is 
equal to the amount payable per day. 
Pluvius D provides for four consecutive 
days, and under it payment will be made 


for every day on which the rainfall ex- 
ceeds 0.20 inch. The premium for four 
days is equal to the compensation to be 
paid per day. Proposals for policies A, 


B and C must be made at least seven 
days, and for policy D at least two days 
before the period begins. 


A Pure Gamble. 

It is pointed out in one of the articles 
referred to that the term “compensa- 
tion” is inappropriately applied to the 
money that. the company will be re- 
quired to pay in the event of a certain 
contingency that may not involve a loss, 


pecuniary or otherwise, to the insured. 
A man residing in London, for instance, 
may take out insurance against the oc- 


currence of rain at Liverpool during a 
certain week, though he may have no 
intention of visiting the latter place and 
the rain that may fall there may in no 
way affect him. In this case the trans- 
action becomes 1 pure gamble. Suppos- 
ing, however, that the policyholder is 
really seeking to indemnify himself for 
a spoiled holiday—or for the loss of 
gate-receipts at some out-of-door enter- 
tainment of which he is the promoter— 
the vagaries of a rainstorm may defeat 
the best intentions of both insurer and 
insured. The policy provides that, 
within a certain district, the readings 
of a specified raingage shall determine 
whether the company is liable for the 
amount of the policy. However, rain is 
often so local a phenomenon that the 
gage may record a heavy shower when 
the policyholder, a few miles or even 
a few rods away, may not experience a 
sprinkle. In this case he collects his in- 
surance though he has suffered no dam- 
age. On the other hand, he may get a 
drenching from a local storm that does 
not contribute’ a drop of water to the 
face; thus suffering damage for which 
he is entitled to no compensation. This 
is but one of the elements of uncertainty 
that enter into the question, the plan 
assumes, for example, a much higher de- 
gree of accuracy in rainfall measure- 
ment than should be expected of the 
average observer. If the total rainfall 
up to the moment of observation is near 
to the critical amount, the observer's 
personal equation may easily vitiate the 


result. A rain gage is rarely read ex- 
actly at the nominal time of observa- 
tion; and a deviation therefrom of a 
minute or two, if heavy rain is in prog- 
ress at the time, might throw the mea- 
surement one side or other of the criti- 
cal value. Even the question of, dispos- 
ing of the third decimal, where the gage 
is read to the thousandth of an inch 
a matter of no importaace from a scien- 
tific point of view—might involve the 
loss of thousands of dollars to the in- 
éurer or the insured. 
Not Legitimate Hazard. 

To the meteorologist the whole 
scheme appears to border op pure specu- 
lation, and not to be reducible to the 
scientific character of ordinary forms of 
insurance. There does not appear to be | 
any attempt, even, to take into account| 
the geographical and seasonal distribu- 
tion of rainfall. The projects of this 
character thus far put forth apparently 
assume that the risk is the same} 
whether the place covered by the insur-| 
ance has a mean annual rainfall of 25) 
inches or 50 inches, and whether the 


period in question falls at a time of year | 


that is usually dry or the reverse. 


SEEKING BUSINESS IN NEW YORK. | 





Equitable Surety Company Plans to 
Secure Representation Through- 
out the Empire State. 





A seeker for business in the surety 
underwriting field, and one that is de- 
termined to get its fair share of all de- 
sirable if square dealing and 
hustle can accomplish that end, is the 
Equitable Surety Company, of St. Louis, 
of which J. L. Humphrey is vice-presi- 
lent and general manager. : 

The New York State general agents of 
the Company are E. B. McConnell & 
Company of this city, James L. D. Kear- 
ney being manager. 

Mr. McConnell while not previously 
engaged in surety underwriting has been 
active in contracting circles and has a 
wide acquaintance among men in that 
line. He is giving close personal atten- 
tion to the Equitable’s affairs and ener- 


risks, 


getically advertising the Company’s vir- | 


tues where such knowledge counts. 

Mr. Kearney, who has 
charge of the underwriting of the office, 
is a lawyer and a member of the bar of 
his native State of Maryland. He receiv- 
ed his underwriting training at the head 
office of the American Bonding Com- 
pany of Baltimore, where he was coa- 
nected for five years, prior to joining the 
forces of the Equitable. Immediately 
following the earthquake of 1906 Mr 
Kearney was in San Francisco rearrang- 
ing the extensive plant of the American 
Bonding in that city, subsequently he was 
in charge of the Baltimore and Maryland 
business of the Company operating from 
the home office, so continuing until he 
was transferred to New York City as 
manager for the local branch here. His 
admirable training peculiarly. qualifies 
Mr. Kearney to pass upon fidelity aad 
surety risks. 

The field work of the general agency 
will be looked after by W. H. Jones, who 
knows both the business and the terri- 
tory, haviag had eleven years of active 
service with the Fidelity & Deposit Com- 
pany, nine years of which were spent as 
special agent for the company, radiating 
from its office at Rochester. Of a pleas- 
ing personality aad an abundance of 
well balanced enthusiasm Mir. Jones 
should make known the merits of the 
Equitable Surety to the fraternity of the 
Empire State within a short time. 

Equitable Surety Co. 

While of receat origin the manage- 
ment of the Equitable Surety Company 
pas worked to such end as to have en- 
tered the institution in twenty States, 
and made such agency connections as 


immediate | 


already yield a nice business and give 
promise of very substantial returns in 
the early future. 

The Equitable Surety has a paid-in 
capital and surplus of $1,250,009, aad 
has the backing of a remarkably strong 
directorate, as a perusal of the subjoin- 
ed list will attest: 

W. K. Bixby, president Laclede Gas 
Light Co.; Adolphus Busch, president 
Anheuser-Busch Brewing Assni.; Thomas 
H. West, chairman Board St. Louis 
Union Trust Co.; C. H. Huttig, president 
Third National Bank; B. F. Edwards, 
presideat National Bank of Commerce; 
Julius S. Walsh, chairman Board Mis- 
sissippi Valley Trust Co.; N. A. MeMil- 
jan, president St. Louis Union Trust Co.; 
Rolla Wells, ex-Mayor City of St. Louis; 
Hon. David R. Francis, capitalist; E. C. 


Simmons, chairman board Simmons 
Hardware Co.; Robert S. Brookings, 
Samuel Cupples Woodenware Co.; 


James E. Smith, president Equitable 
Surety Co.; H. C. Haarstick, vice-presi- 
dent St. Louis Union Trust Co.; Edward 
Mallinckrodt, presideat Mallinckrodt 
Chemical Works; Allen T. West, G. H. 
Walker & Co.; Samuel C. Davis, capi- 
talist; R. H. Stockton, president Majes- 
tic Mfg. Co.; D. K. Catlin, capitalist; 
J. D. Bascom, Broderick & Bascom Rope 
Co.; J. L. Humphrey, vice-president and 
general manager Equitable Surety Co.; 
Alexander Murdoch, vice-president and 
engineer Equitable Surety Co.; Frank 
Mead, vice-president Equitable Surety 
Co.; C. H. Bailey, capitalist. 

The officers of the Company are: 
President, James E. Smith; vice-presi- 
dent and general manager, J. L Humph- 
rey; vice-president, N. A. McMillan: 
vice-president and engineer, Alex. Mur- 
dock; vice-president, Frank Mead: sec- 
retary, Walter H. West; treasurer, John 
S. Bates. 











Calumet Insurance Company 
CHICAGO 








Capital, $400,000 


WHILDEN & HANCOCK 


105 WILLIAM STREET, NEW YORK 


General Agents in New York and New Jersey for the 


PACIFIC COAST CASUALTY COMPANY, SAN FRANCISCO, CAL. 


Admitted Assets, $972,387 


Writes: Liability, Fidelity, Surety, Court, Contract, Burglary 
and Plate Glass Insurance 


Net Surplus, $276,754 











SVEA FIRE AND LIFE INS. CO., Limited 


Gothenburg, Sweden 

United States Branch, 100 William Street, New York 

ASSETS, $1,263,938 NET SURPLUS, $570,861 
Financially able to meet its every obligation, and prompt and liberal in doing so 


MORRIS L, DUNCAN, U. S. Manager 








THE UNION (Fire) 


Total Assets........ - $894,980 
Surplus to Policyholders. ... 


INCORPORATED 

INSURANCE COMPANY 
PHILADELPHIA, PA. 

STATEMENT JANUARY ist, 1911 


1804 


Capital $200,000 


$251,992 





Jas. J. Leyden, Asst.-Secretary. 





J. Henry Scattergood, President. M. J. Nowlan, Vice-President. E. R. Dannels, Sec.-Treas. 
J. G. Maconachy, Sup’t of Agencies 








WOOD BROTHERS & COMSTOCK 


GENERAL AGENTS 


REPRESENTING 


ALLEMANNIA FIRE INSURANCE OO. OF PENNA. 
CAMDEN FIRE INSURANCE ASS’N, OF N. J. 
GEORGIA HOME INSURANCE CO., of Georgie. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivania. 
MICHIGAN COMMERCIAL INSURANCE CO., of Mich. 
PITTSBURG UNDERWRITERS, of Pennsyivania. 
WESTERN RESERVE iNSURANCE GO., of Onle 








100 WILLIAM STREET - - - - New York 








16 


THE EASTERN 


UNDERWRITER 





Angust 17, 1911, 





Sa = 








WITH WHILDEN AND HANCOCK. 





J. C. Lee.to Manage Surety Department 
for the Progressive General 
Agency Firm. 





J, C. Lee has been appointed manager 
of the surety department in the office 
of Whilden & Hancock, of this city, gen- 
eral agents in New York State and 
Northern New Jersey for the Pacific 
Coast Casualty Company of San Fran- 
cisco. 

Mr. Lee is a young man who already 
has made a name for himself in surety- 
ship circles, and with the opportunity 
before him in his new connection should 
add considerably to his reputation. A 
native of Baltimore, Mr. Lee’s under- 
writing career began with a clerkship 
in the judicial department of the Amer- 
ican Bonding Company of that city in 
1905. His services were rewarded by 
his appointment two years later as 
Maryland State manager for the Com- 
pany, a position he held with credit un- 
til 1910, when he came to the metropolis 
as associate manager of the Surety As- 
sociation of America. 

Mr. Lee’s opportunities for gaining in- 
timate knowledge of surety underwrit- 
ing conditions have been exceptional, 
and he has not failed to make the most 
of them, with the result that he is 
equipped as are few men of his years. 

The liability manager of the Whilden 
& Hancock office is Henry Ives, who has 
been trained in the business and knows 
its every ramification. The secret of get- 
ting risks is his, as is also the knowledge 
of how to conserve the best interests of 
his clients. He superintends, in addi- 
tion to the liability branch, the several 
other casualty lines written by the Pa- 
cific Coast Casualty Company, namely, 
teams, elevator, vessels, burglary and 
plate glass insurance. 

One of the well conducted casualty 
companies of the West, the Pacific 
Coast Casualty was formed in 1902. Its 
present capital $400,000, while its 
total assets exceed $1,117,000 and its net 
surplus is $212,627. Last year its pre 
mium income was $487,225. Whilden 
& Hancock have been aided very ma- 
terially in developing the fortunes of the 
Company in the East by virtue of their 
extensive fire insurance interests. 

They plan more effectively to push 
the department from now on and to 
that end will establish local agencies 
throughout New York and _ northerr 
New Jersey, which field is in their gen- 
eral agency. 


is 





AS APPLIED TO IRELAND. 
British Compensation Act to be Amended 
to Suit Peculiar Needs of 
Emerald Isle. 





A meeting of the National party, at 
which John Redmond presided over an 
attendance of forty-eight members con- 
sidered the report of the committee ap- 
pointed by the Irish party on June 1 
last to inquire iato the national insur- 
pplied to Treland. The 
lared its hearty ap- 
nciple of the measure, 
but contemplated amendments to suit 
the special circumstances of Ireland. 
The committee submitted the following 
recommendations by way of addition to 


bill as a 
party in June 
vroval of the pri 


ance 


dex 


clause 59 of the bill the chancellor of 
the exchequer having agreed that the 
Irish case should be exclusively dealt 
with in that clause: 


1. There should be separate Irish in- 
suraace commisssioners, involving sep- 
administration and a _ separate 
insurance fund 
z. Et regards the 


medical 


arate 
Irish 
whole of Tre- 
should elimin- 
om the bill. The reason for this 
proposal is that there is already in Ire- 
land a system of medical relief for the 
ich is, generally speaking, effi- 
paid for chiefly out of the 


at as 


land benefit be 


ated fr 


poor wh 
cient, and is 
rate 
Wants Smaller Contribution. 
That, as the greater part of the 
workere in Ireland who are covered by 





the bill come under class 1 of hazard— 
that is to say, are the class among 
whom the least sickness prevails—a 
smaller contribution by employers and 
employed ought to suffice for the bene- 
fits provded by the bill. 

4. That it is highly desirable that 
home industries should not have any 
burden placed upon them, and accord- 
ingly that home workers should be ex- 
cluded from the operation of the Dill. 

5. That migratory laborers such as 
farmers who go from the west of Ire- 
land to England and Scotland for the 
harvest, and casual laborers should be 
also excluded from the operation of 
the bill in Ireland. 

6. That no person working for their 
parents or other persons liable to main- 
tain them should be compulsorily insur- 
able. This is an extension of the ap- 
plication of a principle recognized by 
the bill already, and is considered 
just and expedient in the case of all sons 
and daughters and other relatives who 
work for their parents or person liable 
to maintain them and who receive no 
wages. 

To Insure Irish Domestics. 


7. That, as an alternative to the ex- 
clusion of domestic servants the com- 
mittee consider that the proposal that 
has been suggeted for domestic ser- 
vants in Great Britain mght be applied 
to Ireland. In this proposal domestic 
servants will be insured at a greatly re- 
duced rate for all purposes except sick- 
ness benefit, and the employer will be 
under contract to pay the wages during 
temporary sickness. 

8. That the health committee pro- 
posed to be constituted should consist 
of representatives of the county councils, 
including the councils of county ,bor- 
oughs, of the insured members, of the 
representatives of the local sanitary au- 
thorities, of the approved societies and 
of other persons whom the county coun- 
cils might consider proper to put upon 
these bodies. 

9. That the minimum limit of mem- 
bership for an approved society in Ire- 
land should be fixed at 500. 

10. That refuge homes, known in Ire- 
land mostly as Magdalen asylums, 
should be exempted. 

Limit Unemployed Insurance. 

11. That the scheme of unemployment 
insurance should be limited in its oper- 
ation in Ireland to the county boroughs, 
with power to the workers in the speci- 
fied trades resident in any urban district 
or township to apply to the insurance 
commissioners through the urban coun- 
cil or town commissioners of the dis- 
trict to have the district brought under 
the scheme. 

12. That special provison should be 
introduced in the act in the interest of 
small industries. 

13. That the eavings effected by all 
the foregoing changes should be credited 
to the Irish insurance fund. 

If these changes are made, the com- 
mittee added, there will be such a re- 
ducton in the rate of contribution, both 
of employers and employed as_ will 
make the scheme one which, as a whoie, 
will confer great benefits both on em- 
ployer and employed. In addition to 
the points mentioned, there are several 
others, especially in regard to friendly 
societies and trade bodies, which had 
come under consideration and with 
which the committee intends to deal. 

The report was adopted, and the com- 
mittee was asked to continue its work 
and forthwith to draft an amendment 
on the lines indicated. 





Appointments by Prudential Casualty 
Company. 





Two recent field appointments of 
prominence by the Prudential Casualty 
Company, of Indianapolis, are those of 
Edward H. Parker, of Detroit, as gen- 
eral agent for the lower Michigan pen- 
insula, and of the Insurance Depart 
ment of the Marquette County Saving 
jank of Marquette, as general agent for 
the Upper Peninsula. 


FOR THE MAN WITH A RATE BOOK 





(From the Fidelity Mutual Bulletin) 





Now and then we meet a 

Among man who has had moder- 
the ate success in business, 
Immune. who feels that he doesn’t 


need life insurance. He 
has enough to leave his family, he 
thinks. Life insurance may be all right 
for the man who hasn’t anything, but 
as for him, the can’t see the wisdom of 
it. 

Such a man has about as much saga- 
city as an ostrich. Like Ajax of old, he 
seems to think he is immune from all 
the perils that beset the world of busi- 
ness. Other men may meet reverses, 
other men may lose their all, but not he. 

Rare tact is needed to handle a man 
of this kind. Vanity is his most vulner- 
able point. He is proud of his accomp- 
lishments, and he will be proud to be 
numbered with the “well-to-do.” he 
won't resent it a bit if you link his 
name with those of eminently success- 
ful men; the will rather enjoy being in 
the crowd. And when you get him 
there let him see how these other men 
view the life insurance question. Show 
him what a monumental mistake it 
would be, after attaining the position 
in life that he holds, to expose himself 


and his family to the risk of adverse 
tides. 
Millionaires count life insurance a 


good thing to have. There are very few 
of them who are not insured. In a re- 
cent article along this line Harper's 
Weekly had this to say: “A feature of 
the recent business in life insurance is 
the number of very wealthy men who 
are taking out large policies on their 
lives. A few years ago a New Yorker 
who carried a million dollar policy was 
so much of a rarity that he was sure, 
if discovered, to get his picture in the 
Sunday sections of the newspapers. To- 
day there are so many of these men 
who have their lives insured for even 
two or three times that amount that 
they pass unnoticed and are uncom- 
mented on by the press.” 

If it is an act of prudence for the man 


who is able to purchase life insurance | 


in million-dollar blocks, is it not good 
business sense for the moderately suc- 
cessful? 

” * 

We have agents on the 
list who never sell larger 
than a one-thousand dol- 
lar policy. Not that they 
can’t, but they just don’t. They have 
the one-thousand-dollar habit. 

Any man who can sell “ones” can sell 
“fives” or “tens,” if he will just take a 
step up in the seale and go after bigger 
men. Or he can double his results with- 
out stepping up at all, if he will keep a 
stiff upper lip and talk two thousand 
instead of one. If a thing is worth 
doing it is worth doing right, and this is 
an axiom that applies to agent and 
prospect alike, 

It is a pretty hard matter for any 
family to keep afloat on less than a dol- 
lar a day, yet at that rate of expenditure 
the proceeds of a thousand-dollar policy 
would be used up in less than three 
years. Here is a thought to drive home 
in raising the thousand-dollar applica- 
tion. 

Few men there are who buy life in- 
surance who could not, with a litt 
economy, carry more than a thousand 
dollar policy. Often it happens that the 
one thousand dollar amount is taken 
simply because that is the amount the 
agent talks. And next month an agent 
of greater force and higher ideas comes 
along and carries away a “five” or 
“ten.” 

How disappointing it must be to the 
first agent. Indeed, how embarrassing 
to feel that he so underrated his client. 

* 
It follows that the inter- 


The 
$1,000 Man. 


Selection ests of individuals result 
By in disregarding the inter- 
Agents. ests of the company, and 


this makes selection a 


vital question, in which agents should 
take a proper interest. All agents and 
policyholders are concerned in keeping 
down the mortality, but when it comes 
to individualism, it is “the other fellow” 
that should do that which is necessary 
to keep down the mortality. The agen 
who is enlisted in the cause of Making 
his living through underwriting is more 
interested in a healthy condition than 
he is in the profits arising from ingj. 
vidual cases. First of all, he should gee 
to it that he gets all the facts incorpor. 
ated in the application, and that he 
transacts his business in such a way as 
to conform to the rues and regulations 
of the company. While these rules are 
for the most part, alike in all well man. 
aged companies, there are essential va- 
riations due to the peculiar methods ang 
plans of each company. 

Again, the different viewpoints of the 
several companies depend largely on the 
facts placed before them by the agents 
and medical examiners. It often occurs 
that the facts considered by one cdém- 
pany are utterly unknown to another. 
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GET DBSBRVED CENSURE 


HOT SHOT FROM COMMISSIONERS. 





Claim Sealing Practices by Industrial 
Writing Casualty Companies 
Severely Condemned. 


That the insurance commissioners 
had prepared a sharp criticism of the 
methods employed by a number of in- 
dustrial accident and health insurance 
writing companies, as a result of re- 
ceut investigations, was well known 
by those familiar with recent casualty 
history. That the condemnation of the 
State officials would be so severe as 
proved to be the case, was hardly 
looked for however, and yet, drastic 
as is the arraignment of the claim 
scaling companies, no honest man can 
say it is a bit too vigorous, and the 
only regret is that such practices as 
brought forth such merited censure 
could have existed in any branch of the 
insurance business. 

“The committee of Insurance Com- 
missioners representing the States of 
Michigan, Illinois, Massachusetts, New 
York, Indiana and Virginia which met 
at Detroit, Mich., August 14, made the 
first official announcement of an investi- 
gation which in its effects promises to 
rival that of the life insurance compan- 
ies in New York in 1905. This time it 
is the companies which do an industrial 
health and accident business among the 
laboring classes that are the subjects of 
inquiry and criticism. While the mem- 
bers of the committee, of which Com- 
missioner of Insurance Palmer of Mich- 
igan is chairman, would not talk for 
publication, it developed that very seri- 
ous evils in the settlements of these 
companies with their policyholders have 
been discovered, and that these evils ex- 
tend through the whole field of inudus- 
trial health and accident insurance. 


Such evils are the more aggravated in 
I the sufferers are usuaHy working 
men who, through ignorance of their 


rights and a technical policy contract of 

wordy clauses, have, apparently, in a 

umber of the companies investigated, 

been at the mercy of calloused claim ad- 

isters, both at the home office and in 
field, 

“The investigation is now nation 
wide and is intended not only to bring 
out and inform the public as to the facts 

nd compel restitution and just payment 
where wrong has been done, but also, 
by getting at the causes of present con- 
ditions, to suggest proper remedies. It 
s the first inquiry of this character na- 
tional in its scope. A preliminary re- 
port of the investigation will be made 
at the coming meeting of the National 
Convention of Insurance Commissioners 
to be held at Milwaukee on August 22. 
The investigation was suggested by con- 
ditions found in the industrial depart- 
ment of the General Accident, Fire & 
Life Assurance Corporation of Pertn, 
Scotland, which in May last was exam- 
ined by the New York Insurance Depart- 
ment. This company does a general 
casualty business, and, aside from its 
settlements with policyholders holding 
industrial health and accident policies— 
which amount to only about 29 per cent. 
of its business—was found to be in good 
shape financially and honestly conduct- 
ed. . 

Iniquity of Profit-Sharing Contracts. 

“The report of the New York depart- 
ment on this company, which has been 
adopted by the committee representing 
all of the States, was made public Mon- 
day. It directs particular attention to 
tue large selfish interest wu.ch, througn 
profit-sharing contracts, its agents—in- 
deed, certain officials at the home office 

have in sums that may be saved on 
settlements. The agent in the field, who 
inakes most of the adjustments, takes 
‘0 on every $100 that he saves thereon, 
and certain of the officers higher up 
being interested, though in smaller per- 
centages. Such report sharply criticises 


the industrial department of this com- 
pany for its conduct in settlements with 
policyholders, and in particular because 
of the advantage taken to reduce its 


liapuity because of so-called changes of | 
occupation, and the tendency to accom- 
plish quick settlements for lump sums | 
less than the amount of the policy in| 
cases where through the death of the | 
insured the need of money is great and | 
the beneficiary still suffering from grief | 
due to recent bereavement. It also notes 
that this company persistently ignores 
what are known as the accumulation 
benefits of its policies, and emphatically | 
condemns what seems to be the practice | 
of its claim department in evading pay- | 
ment to oeneficiaries resident in foreign 
lands of laborers killed here. 
Methods of Claim Settlement. 

“Many cases are cited by the examin- 
ers and the New York Superintendent, 
based upom an examination of the 
records and correspondence of the com- 
pany, the latter being frequently quoted 
from. A few of the cases so cited are 
indicated in the following: An insur- 
ance agent who was badly injured while 
trying to extinguish a fire in his own 
house was declared to be a ‘volunteer 
fireman’ and therefore entitled to less 
indemnity. An electrical worker who 
went out one evening to hunt frogs and 
was drowned was pro-rated to the class 
‘hunter,’ and settlement refused on any 
other basis until an insurance depart- 
ment compelled payment in full. The 
beneficiary of an insured who wert in 
bathing in the Mississippi niver was 
compelled to take one-fifth of the 
amount mentioned in the policy because, 
as the company claimed, the river was 
swift at the point, even though there was 
no evidence to support the claim. An- 
other beneficiary was paid noluing u’ 
an insurance department intervened, be- 
cause the proofs of death were not fur- 
nished within the time specified in the 
policy, though it was probably impos- 
sible so to do because the beneficiary 
lived in Russia. In another case the 
company offered a quick settlement of 
$300 where $550 was due, and the ad- 
juster was able to get rid of the claim 
at $400, though he frankly stated that 
it was a clear case and that he had 
nothing to tain about, but only imagined 
that he had and thus ‘shaved off 9.0” 
by talk.’ 

“In another case where there was ap- 
parently no doubt of liability, the com- 
pany instructed its adjuster to get off 
as cheap as he could, the uome office 
stating that ‘in claims of this character 
considerable is saved in the payment by 
good talking and twisting of the con- 
tract.’ In still another case, that of an 
Italian laborer, though the company was 
promptly informed of the names and ad- 
dresses of relatives and beneficiary in 
Italy, it apparently settled the claim by 
the payment of a small sum to the un- 
dertaker, and then, in spite of importun- 
ity on the part of the Italian Consul, 
dragged the case out for two years, the 
company only paying in the end when 
tue insured’s employer intervened. In 
still another, after promising the in- 
sured’s employer to communicate with 
the beneficiary, who lived in Bulgaria, 
it lapsed into silence, and six months 
thereafter marked the claim cancelled. 
While in a still more flagrant case, after 
warning its agent that the undertaker 
should not be allowed to run up his bill 
to the amount of the insurance ‘which 
is unfair to relatives, whoever they may 
be,’ it paid such undertaker }>., took 
an assignment of his claim against the 
insured’s estate, and then informal cor- 
respondence declared that it held a re- 
lease of the $200 claim, deceived the in- 
sured’s son as to the transaction, and 
utterly ignored informal proofs furnish- 
ed by the beneficiary, who lived in Hun- 
gary. 

Ordered to Make Restitution. 

“On these and similar cases beIng 
brought to the attention of the com- 
mittee, such committee ordered the com- 
pany to investigate all its claims during 
recent years and to make restitution 
and full payment where the facts so 
required, and so to recognize its busi- 
ness that things of th'« kind would not 
happen in the future. In justice to the 
Scotch home office of this company |it 
should be stated that the conditions 
above outlined were not, save in isolated 
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instances, known to such office, and t. 
on the matter being brought to the at- 
tention of its representatives sent to this 
country for the purpose of making an in- 
vestigation, taney assured the supervis- 
ing departments that their requirements 
would be fully and promptly met. The 
industrial department of this company 
is the second largest in volume of busi- 
ness in the United States, its premium 
income on policies of this class in 1910 
being nearly $1,000,0u. The report on 
the examination of the company has 
been filed in the New York department 
Accompanying it is a memorandum of 
Superintendent Hotchkiss from wai 
the following comments as to the m 
ods of the claim adjusters of this com- 
pany are quoted: 

“These may be the methods of the 
railroad and traction claim agent in 
settling damage claims; they should not 
be the methods of an insurance corpo- 
ration which at the time it makes a 
contract and accepts the premium pre- 
sumably intends to fulfill, not to ‘twist’ 
the same. Such companies are not 
charitable institutions, as one of fhe 
letters indicates, but they do sell a pub- 
lic necessity to the people, and so sell- 
ing should, and if unwilling to do so 
voluntarily must be forced to give in 
return everything for which they ars 
paid.” 

The bulletin then gives a number of! 
cases of alleged unjust settlements that 
had been uncovered in the examination 
of the claim files of the industrial de- 
partment of the General Accident. 

Continental Casualty Co. 

Elsewhere in these pages are sum 
marized the findings of the New York 
Insurance Department in its investiga- 
tion of the General Accident of Scot 
land. 

Conditions closely paralleling those 
of the Perth company were found to 
exist in the Continental Casualty Com- 
pany of Chicago, a considerable per 
centage of its claim being scaled upon 
the slightest pretext, or on no pretext 
at all, other than the desire of the man 
agement and its agents to profit at the 
expense of ignorant claimants. To the 
credit of President Alexander of the 
Continental Casualty be it said that he 
attempted no excuse for the wholly in- 
excusable conduct of his claim depart 
ment, and of which it would be accus 
ing him of imbecility to assert that 
he was ignorant. 

He has adopted the only wise course 
open to him, namely, promising to per 
sonally see that proper restitution was 
made to the unfortunate claimants that 
had been unfairly treated in the past 
and to inaugurate such changes in the 
conduct of the Company's business as 
to make a repetition of the offenses 
disclosed impossible in future 

Mr. Alexander is a shrewd business 
man and has held high rank in the 
councils of casualty underwriters. His 
reputation is such that absolute reli 
ance can be placed upon his assurance 
that the Continental Casualty in future 
will be conducted along lines of strict 
integrity, 


CAPITAL $600,000. 
New England Casualty Company to Have 
Added Funds and to Write New 
Lines of Insurance. 





Emphatic endorsement of the recom- 
mendation of the directorate of the 
New England Casualty of Boston was 
given by the stockholders of the Com 
pany on Monday, in deciding to in- 
crease the capital of the organization 
from $200,000 to $600,000, and to « hange 
the par value of the shares from $25 
to $100 each. 

The additional shares, all of which 
have been subscribed for, will be sold 
at $150 per share, the premium being 
added to net surplus, thus greatly 
increasing that item. 

Once the new funds are in hand the 
Company will extend the scope of its 
operations and also take up several ad- 
ditional] lines of insurance which it has 
not hitherto written. 

Corwin McDowell, the president and 
organizer of the New England Casualty. 
is its directing force and has proven 
himself an able executive. Late acces- 
sions to the directorate of the Company 
are: 

David W. Armstrong, Jr., New York. 
president Armstrong Agency for Insur- 
ance, formerly secretary National Surety 
Company. ; 

William Barbour, New York, presi- 
dent Linen Thread Company, vice-presi- 
dent United Shoe Machinery Company 
director Hanover National Bank, et 

Rowland G, Hazard, Providence, Peads 
Dale, Rhode Island, trustee New York 
Life imsurance Company, president 
Peade Dale Woolen Mills, vice-president 
Solvay Process Company, Syracuse, N 
Y., ete 

Robert A. Bolt, Boston, senior mem- 
ber Robert A. Bolt & Co., insurance 
agency, resident home office agency lia- 
bility department, New England Casu- 
alty Company, director Old Boston Na- 
tiona] Bank, trustee Cushing Real Estate 
Trust, director Commercial Union In- 
surance Company, etc 

Amory Eliot, Boston, trustee Board 
of Trade Building Trust, Business Hea? 
Estate Trust, Real Estate Exchange «& 
Auction Boaml, ete 

Francis R. Bangs, Boston, Williams & 
Bangs, trustees. 

Henry Hornblower, Boston an 
York, of Hornblower & Weeks. 
ers. 

While not now in New York the Com- 
pany expects to be licensed here withi1 
a short time, and as already announced 
will be represented here by the Arm- 
strong Agency, of which the redoubtabk 
D. W. Armstrong, IJr., 





is the forefront 
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SPECIAL TALKS WITH LOCAL AGENTS 





A group of casualty men 
Is It were talking the other 
Libel day about agency mat- 
Or Fact? ters and someone turned 
to a special agent and 
said, “Do you think the average local 
agent will ever be able to handle liabil- 
ity business?” By this the questioner 
meant, would he be able to quote rates, 
close business and bind his company 
the same as he does his fire business. 
The special agent answered with deci- 
sion, “No,” and the answer seemed to 
be taken by the others as a matter of 
course. 

Is it as bad as that? Is the average 
local agent so indifferent or the busi- 
ness so intricate, that he will never 
master it? Will some local agent, an 
“average local agent,” give us_ the 
answer? 

- ™ . 

An officer of a life insur- 
ance company, in talking 

Insurance of the success of one of 

by Analysis. the company’s agents 

who,last year, wrote more 
than two millions of business, attribut- 
ed most of the man’s great achievement 
to his ability to analyze a given case, 
and lay out in black and white an un- 
answerable argument in support of the 
proposition he was submitting. 

There is little similarity between the 
soliciting of life insurance and personal 
accident insurance; the arguments for 
one will not support the other, but there 
is in this man’s case a point that 
touches the one weak spot in the meth- 
ods of nine-tenths of accident insurance 
salesmen. 

A conversation of generalities will 
never convince a business man of any- 
thing except that you are using his 
time. You must have a concrete prop- 
osition to present. You must be able 
to show him in figures just how he is 
zoing to come out with your proposition 
and without it. You have statistics 
available for this purpose. 

The man referred to above never used 
sentimental arguments in writing life 
insurance. There is a considerable tempt- 
ation to follow that line in life insurance, 
and probably the great majority of life 
agents work it plentifully, but the higher 
class men are putting their work on a 
higher plane and making the matter of 
insurance a question of cold judgment. 
Accident insurance salesmen have less 
reason for falling back on this antequat- 
ed method than life men and yet may 
do it. It is a lazy man’s way and more 
likely to convince the weak and less 
lesirable risks than the strong virile 
man of business. 

Get your proposition down to a dem- 
onstrable basis. Accident insurance is 
iniversal in its application, and every 
man outside of a stone cell has a cer- 
tain “expectancy” or probability of 
meeting with an accident. It is for the 
accident insurance salesman to interpret 
this in dollars and cents, to figure out 
the prospects “exposure”—in short, te 
think for him. 


Selling 


Contract bonds are some- 


Writing thing that only the ex- 
Contract perienced surety agent 
Bonds. attempts to write. Thev 


are intricate in details, 
take a considerable amount of time to 
handle and are regarded even by the 


companies that are used to them as a 
treacherous line of the surety business. 
When a bond is issued guaranteeing 
the completion of a piece of work, it 

obvious that the suretv company 
nuet, in order to gauge the hazard, 
now the nature and extent of the work 
to be done Inexpnerienced surety men 
are apt to regard many of the details 
required by the company as not esser- 


accordingly ignore them. 


tial and they 
inst a contract for railroad 





1 without tunnels constitute 

hazard than it would with 

id would mean lee liability 

for the company A knowledge of the 


letails of the construction are accord. 





necessary 


ge A from the actual conditions of 


specifications of a contract job, the ex- 
perience of the contractor is also a mat- 
ter of the greatest importance. Gauging 
the hazard on a contract bond is like put- 
ting the contractor on trial and compil- 
ing evidence for and against him. The 
favorable and unfavorable points are 
set down and a balance struck; if the 
weight of evidence is in his favor, he 
gets the bond. So, if a conitractor has 
done before, work similar to that which 
is under consideration, that is a point 
in his favor, for, if he was successful 
in one or more jobs of that kind, he 
should not fail in this. On the other 
hand, if the conditions of the work are 
new to him or the undertaking strange, 
it would constitute an unfavorable cir- 
cumstance. 

The financial condition of the con- 
tractor is a matter of much importance 
to the surety company. It must have 
something more than a general state- 
ment to the effect that he is “all right.” 
That might mean merely that he was 
a “good fellow,” and would be lost on 
the home office. His bank balance 
should be given and verified. A state- 
ment in detail of the extent and value 
of his real estate holdings also verified 
and a list of-any securities that might 
be available to the bonding company in 
case the contractor should fail in the 
performance of the work. Many other 
details are valuable for the company to 
know, such as whether the contractor 
has life insurance and how much; if he 
has outstanding commercial paper which 
he has indorsed and if he carries lia- 
bility insurance. 

If there is a time limit on the work, 
it may be an important consideration. 
It is generally regarded in the business 
that an undertaking with a limit of a 
year is safer than one running five 
years, for the reason that the longer 
period of time admits of far greater 
chances of changed conditions which 
might cause the contractor to fail. 
Then, the fact that the contractor has 
been awarded the contract may mitigate 
against his cause, for there is such a 
thing as the price being too low. Often 
a small contractor who finds that he 
has figured too low will fail purposely 
as the easiest way out of a tighitt place. 
To guard against this, it is customarv 
to check up the price with the architects 
or engineers’ estimate and with the fiz- 
ures of competitive bidders. 

A frequent cause of failure of con- 
tractors is the temptation to undertake 
more than the capital in hand wil. 
swing. In such cases, a contractor is 
compelled to make one job “wash” an- 
other. As fast as he can get payments 
on one piece of work, he is compelled 
to meet pressing obligations held over 
from previous ones. This can be guarded 
against by investigating what propor 
tion of his undertakings remain uncom- 
pleted. 

The surety company cannot know ton 
much about the contractor and the un- 
dertaking and some little circumstance 
that may seem unimportant to the 
novice surety agent might mean thov- 
sands of dollars to the company. 





Thomas E. Gallagher, western general 
agent of the Aetna, will leave this week 
for his old home, Dansville, N. Y., where 
te will participate in the festivities of 
its home-coming week. He will be par- 







TEMPORARILY SUSPENDED. 





Pending Examination of Federal Union 
Surety Company National Govern- 
ment Will Not Accept Its Bonds. 





Pending an examination of the affairs 
of the Federal Union Surety Company 
of Indianapolis by representatives of the 
Treasury Department, acceptance of 
further bonds of the corporation by the 
National Government has been sus- 
pended. 





Omaha Surety Underwriters Exchange. 





Officers to serve six months were 
chosen at a recent meeting of the 
Omaha Surety Underwriters Exchange, 
Omaha, Neb., as follows: President, 
Phillip Potter, American Surety Com- 
pany; vice-president, E. H. Luikart, Lion 
Bonding and Surety Company; vice- 
president, Harry S. Byrne, Equitable 
Surety Company; secretary, S. H. Grif- 
fin, National Surety Company. 

Executive Committee: Clyde W. Drew, 
Fidelity & Deposit Company; G. H. 
Cramer, Title Guaranty & Surety Com- 
pany; W. A. Yonson, United States 
Fidelity & Guaranty Company; E. T. 
Swobe, National Fidelity & Guaranty 
Company, and the president, ex-officio. 





Agency Appointments by the Travelers. 





Among other agency appointments 
recently made by the life and accident 
department of The Travelers Insurance 
Company of Hartford, are the following: 

Cc. M. Billingsley, formerly at Read- 
ing, Pa., manager at Newark, N. J.; 
WwW. B. "Wainwright, recently special 
agent at Reading, as acting manager at 
Reading; William Wilson, formerly spe- 
cial agent at Milwaukee, as acting man- 
ager at Omaha, Neb.; Walter E. Gard, 
formerly at the head office transferred 
to Columbus, Ohio, as special agent; V. 
H. Chasey, has been appointed a special 
agent and attached to the Rochester, 
N. Y. office; karl D. McKenzie, appoint- 
ed special agent and assigned to the 
head office; A. C. Boyd appointed spe- 
cial agent to travel Illinois. 





Leading Travelers Agencies. 

For the first seven months of the 
year the leading ten branch offices of 
the Travelers Insurance Company in 
point of new paid for personal accident 
and health business, was as here noted: 

New York, Chicago—I. J. M., Boston, 
San Francisco, St. Louis, Hartford, 
Toronto, Philadelphia, Illinois State. 
Los Angeles. 





New Jersey representatives of the 
Westchester Fire has been advised 


that John H. Schuster. the Company’s | 


former special agent for the State, is 
no longer in its employ. 


SURETY BONDS 


Take a look at our 


New York Office 
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AT THE SIGN OF THE CLOCK 


CONTINENTAL 
CASUALTY COMPANY 


H. G. B. ALEXANDER, President 
Continental Building 
1208 Michigan Ave. 

CHICAGO 





You'll find the most 
Liberal Policies 
Liberal Agents’ Contracts 
Livest Selling Literature 


Write Now Right Now 











<<DiNT INSU payer comPin? 


of Mew York 
SUPERIOR POLICIES 
KIMBALL C. ATWOOD, President 
290-292 Groadway, New York. 











The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 
SAMUEL APPLETON, United States Managet 


Employers’ Liability Buliding, 
33 Broad Street, Boston, Mass. 


ACENTS WANTED 








56 Maiden Lane 


THE BANKERS SURETY CO. 


CLEVELAND 








ticularly resplendent on “Firemen’s 
Day.” Mr. Gallagher was a member of 
the old volunteer fire department of the 
town. The “volunteers” will ride at the 
head of the procession in automobiles. 
Mr. Gallagher will deliver an address | 
His former fellow citizens are anticinat- | 
ing with interest a full view of the| 
whileom fireman, riding in a green car | 
and bedecked in a sparkling tile. white | 
gloves and a flowing Prince Albert, car- 
rving a harp of Ireland, wound abort 
with Old Glory.—“‘“Western Under- | 
writer.” 


Application for entry into Idaho, Mon 
tana and Utah. has been made by the 
Roval Indemnity Company of New 
York. | 








MARINE, ACCIDENT 
AND PLATE GLASS 


0, H. FRANKLIN, U.8 . Mer. and Attorney 





THE FRANKFORT 
INSURANCE Co, 


of Frankfort-On-The-Main, Germany 
——ESTABLISHED 1865—— 
United States Department, 100 William Street, New York, N. Y. 


TRUSTEES: prom ap DELAFIELD, Pres. of National Park Bank 

NST THALMANN, of Ladenburg, Sy 3 & Co. 

rove ESANT FisH, 52 Wall Street, New Yo 
IN 


INSURANCES TRANSACTED 


LIABILITY— 
Employers General Vessel Owners 
Public Landlords Contingent 
Teams Elevator 


Druggists & Physicians Industrial Accident & Health 
AGENTS WANTED FOR UNOCCUPIED TERRITORY 


0. ta SMITH, Sec. U. 8. Branch 


Burglary 
Workmen’s Collective 
Individual Accident & Health 
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FLAYS CLAIM-PAYING METHODS. 








(Continued from page 1.) 

was accidentally burned while trying 
to extinguish a fire in his house. He 
had taken out the insurance under 
class D. as a farmer, supervising 
The chief adjustor for the company, 
however, according to the correspond- 
ence, maintained that, when the assur- 
ed rushed into his home to save his 
household goods, he became a volun- 
teer fireman, and settlement should be 
made on that basis. 

Another man at Crawfordsville, Ind., 
who was insured as an electrical work- 
er, was drowned while hunting frogs. 
Under the terms of the policy, the re- 
port says, The man’s widow was enti- 
tled to $300, but a check for $100 was 
forwarded to the general agent with a 
letter to the effect that “as the assured 
was hunting at the time he met his 
death, we have adjusted this claim to 
Class X.” 

Some “Late Notice” Adjustments. 

A locomotive engineer of Gardner, 
Mass., was killed on July 2, 1909, and 
notice was given on July 138, reaching 
the company on July 15. The indem- 
nity called for was $400, but the com- 
pany claimed that the notice was three 
days late and the claim was adjusted 
for $80. 

A man in Georgia, insured as a 
school principal, died after a sunstroke. 
A letter on the case from the home 
office reads: “The case does not look 
very good to us, and we further note 
that the preliminary (notice) is made 
out and dated on August 25, which is 
fifteen days late. This would therefore 
limit the amount of the indemnity due 
under the terms of the contract. The 
claim if otherwise straight, will have 


to be pro-rated to Class E.” In other 
words, the report says, the home office 
called attention to two ways to reduce 
the claim, one late notice and the 


other change of occupation. The gen- 
eral agent replied saying ““No one hates 
to see the claims so much worse than 
I do,” and further on, “You can rest 
assured I will do everything in my 
power to hold them down.” Another 


letter from the same source says: 
“They wanted to fight for the $500, but 
I carried my point and got them to ac- 
cept the $100.” 


Other adjustments to which atten- 
tion is called come under accumula- 
tions, and lump sum settlements. It 
was a common practice also, the report 
says, in cases where the assured meets 
accidental death leaving no relatives or 
where they reside abroad, to wipe out 
the claim by paying the undertakers 
the expense of burial. 

Hotchkiss Fiays Adjusting Methods. 

In closing his review of the exami- 
nation, Superintendent Hotchkiss uses 
strong language. “It is impossible,” 
he says, “in language fitted to an offi- 
cial document, aptly to characterize 
what seem to have been the practices 
and methods of the industrial depart- 
ment of this corporation in settling 
with its policyholders. It appears to 
have resorted to every possible means, 
not merely to protect itself against im- 
position—for which it could not be 
criticised—but also and more particu- 
larly, to cut and shave down claims, 
apparently without conscience and cer- 
tainly without right.” 

The superintendent closes by sum- 
ming up several general conclusions as 
to what must be done if the company 
is to continue doing business in New 
York after the expiration of its pres- 
ent license. First, the superintendent 
demands that the wrongs which have 
been exposed shall be righted and full 
payment or restitution made. And 
further, the company must investigate 
itself and make restitution in all cases 
where injustice has been practiced. 
The examination must be thorough and 
must be conducted by some one in no 
way interested in the outcome. 

Must Clean House. 

As a provision against the future, a 
reorganization of this department is 
demanded, which shall separate any 








person holding a position of influence 
or decision at the home office who 
holds a profit-sharing contract from 
control, supervision or suggestion as 
to the settlement and adjustment of 
claims. A ; 

Definite written instructions must be 
given to the general agents and week- 
ly superintendents as to the adjust- 
ment of claims. 

It is suggested, tou, that there be es- 
tablished at the home office a commit- 








tee on appeals, to which the assured 


may refer his claim in case of dispute. | 


And finally “Such treatment of the 
policyholders public in all matters, but 
particularly in the settlement of claims, 
as will satisfy this department and the 
other insurance departments in States 


in which the company does business , 


that the evils and wrongs developed on | 


this examination are no longer possi-| 


ble.” 

The superintendent recommends an 
organism for the company in which the 
United States manager shall be the 
real head of the industrial department. 

Many features of the industrial poli- 
cy criticised in the report do not apply 
to New York State or to Massachu- 
setts and to a certain extent to Minne- 
sota, where such policy contracts have 
been largely reformed and have modi- 
fied clauses which make impossible 
some of the contentions and defenses 
brought out in this examination. 

Superintendent Hotchkiss absolves 
the American advisory committee from 
blame in the affairs of the company, 
as its functions were merely advisory, 
and it had no power to exeeute or con- 
trol, and United States manager F. J. 
Moore is also freed because he had no 
control of the industrial department. 





WILL CARRY OWN INSURANCE. 





Several Large Houses in Newark, N. | 


J., Decide to Create Sinking Funds 
for Meeting Claims of Employes. 


The New Jersey 





Liability Law has | 


now been in force for six weeks, and | 


its effect is being seen. In order to 
cover the increased risk under the new 
law, the casualty companies on July 
4th increased their rates on manufac- 
turing schedules from 200 to 250 per 
cent.. Other schedules were increased 
in proportion generally, but in a few 


cases the increase amounts to some- | 


thing like 500 per cent. 

Insurers generally throughout New- 
ark consider the increases abnormally 
high, although underwriters question if 
they will cover the hazards. As a re- 
sult, the liability companies are having 
dificulty in writing up risks on the 


new forms, and many old insurers are | 
cancelling their policies or failing to | 


renew rather than agreeing to pay the 
rate demanded for endorsement cover- 
ing the new hazards. 


Several of the big mercantile plants | 


in Newark, one at least of the depart- 
ment stores (having a pay roll of half 
a million dollars), and one of the large 
insurance home offices have practically 
decided to cancel their casualty lines. 
Other large houses are also considering 
the advisability of carrying their own 
insurance, at least until the new rates 
have been given a trial. 

Liability and casualty agents are not 
altogether happy over the situation, 
although a broader field has been open- 
ed in some directions, especially in 
view of the reduction in commissions. 
It is generally believed, however, that 
the reduced commissions will make 
competition with unauthorized mutuals 
less difficult. However, there is bound 
to be much uneasiness among liability 
men in New Jersey until after the new 
law has been tested in the courts and 
the rates have been given a fair trial. 





The Missouri Fidelity & Casualty of 
Springfield, Mo., announces a new in- 
dustrial health and accident policy 
which it is selling for one dollar per 
month. The contract is styled “Con- 
ditionless Increasing Indemnity Poli- 
cy.” 





The * EMPIRE’ 
STANDS FOR 
Aggressiveness 
Prompt payment of losses 
AND 
Clean methods 





Agents wanted who are unattached and can produce 
business 








Capital,$500,000 


Address Agency Department 


The Empire State Surety Company 
84 WILLIAM STREET, NEW YORK 








Are you Interested in Western and Pacific Coast Insurance Matters? 


To keep posted in the above, read the UNDERWRITERS’ REPORT, published at San 
Francisco, the only weekly insurance newspaper issued West of Chicago. 
Positively unexcelled by any insurance medium in the United States for news of 
insurance in the territory extending from the Rocky Mountains to the Pacific Ocean. 
Subscription Price $3.00 Per Year 
UNDERWRITERS’ REPORT 160 Sansome Street SAN FRANCISCO, CAL. 








‘Our Bond—Your Security.”’ 
T. J. FALVEY, President JOHN T. BURNETT, Sec’y and Treas. 


Massachusetts Bonding & Insurance Company 


HOME OFFICE, BOSTON 
Paid up Cash Capital - - $1,000,000.00 
Surplus to Policy Holders - 1,580,295.42 


New York Office, 84 William St., William H, Conroy, Resident Vice-President 
Brooklyn Office, 44 Court Street, Carr & Schneider, General Agents 
Newark, N. J. Office, 1310 Firemen’s Building, John Gibion, General Agent 


SURETY BONDS AND BURGLARY INSURANCE 


Good territory for live agents 











ACCIDENT - - - - LIABILITY - - - - BOILER 
HEALTH --- ELEVATOR - - - AUTOMOBILE 
PLATE GLASS AND BURGLARY INSURANCE 


Prudential Casualty, Company 


CASH SURPLUS TO POLICYHOLDERS MARCH Ist, 191! 
$749,832.25 








THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
ly The Metropolitan Plate Glass and Casualty Insurance Co.) 
we ome Office, 47 CEDAR STREET 
Chartered 1874 
TE GLASS 
PERSONAL ACCIDENT POLICIES 
OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 


DANIEL D, WHITNEY, Vice-Pres. 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Sec. 
RELIABLE AND ENERGETIC AGENTS WANTED 














LONDON GUARANTEE AND ACCIDENT CO., Lid 


OF LONDON, ENGLAND 


Head Office _ FP. J. Walters 
CHICAGO 


F. W. LAWSON 
Gen’l Manager 






55 John Street 
New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 
Resident Mars. - 


Liability, Accident, 
Health, Credit, Burglary 
and Steam boiler 





Resident Manager 


-——- New England 
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“THE COMPANY OF THE SOUTH’”’ 


A steadily increasing business is proof of public confidence in the 
Empire Life and its management. 

For the past three years the Empire Lite has led ali competitors 
in new business in its home State—Georgia. 

The attractive policy forms of the Empire afford ‘the first- elass 
agent an excellent opportunity to increase his income. .:. 

New territory now being opened and first-class producers wonted. 


EMPIRE LIFE INSURANCE CO. 


OLD LINE LEGAL RESERVE 


HOME OFFICE, EMPIRE LIFE BUILDING ATLANTA, GEORGIA 


LIBERAL RENEWALS DIRECT CONTRACTS 


Security Life Insurance Company of America 


W. O. JOHNSON, President 


Over $1,000,000 of surplus. Non-participating. 
Economic low rates — high values. Splendid 
policy provisions. Big opportunities for men with 
the work habit. Write 


S. W. GOSS, Assistant to President 
“THE ROOKERY,” CHICAGO 














WESTERN STATES LIFE INSURANCE COMPANY 


HOME OFFICE, SAN FRANCISCO 
WARREN R. PORTER, President 


Capital and Surplus Fully Paid in Cash - $1,355,516.99 
Policies up to the minute, over 3,000 ««BOOSTER”’ Stockholders. 
Desirable territory open in Coast States for ««LIVE WIRES.”’ 
Address; H, J. SAUNDERS, 2nd Vice-President and Manager of Agencies 
SAN FRANCISCO, CALIFORNIA 


First-Class General Agency Propositions are now Open in Texas, Utah, 
Cregon, and Southern Idaho for the Right People. 


The Great Western Life Insurance Company 


of Kansas City, Missouri 
GEORGE STEVENSON, Jr., President JAMES CHAPELLE, Secretary and Treasurer 


Every Policy of This Company is Secured by the Full Legal Reserve 
Deposited With the Insurance Department of the State of Missouri 


Desirable general agencies for men with records as producers. Address the Company 

















Maiestic Life Assurance Gompany 


(INCORPORATED) Home Offices: INDIANAPOLIS, INDIANA 
$100,000 DEPOSITED WITH INSURANCE DEPARTMENT 


F. W. KILLEN, President GEORGE J. ROGERS, Vice President 
JOS. N. FINLEY, Second Vice President R. M. AYRES, Secretary 
DR. HARRY HUBBARD, Treasurer 


Stock Salesmen and Life Insurance Men of Ability Desired 








A GIANT » « SOUTH 


Its Name Is A Synonym of Strength 


Operating under the Compulsory Reserve Deposit Law of the 
State of Kentucky 


MEN OF CHARACTER AND ABILITY 
WANTED, TO WHOM WE CAN OFFER 
GOOD COMMISSIONS AND TERRITORY 


Citizens National Life Insurance Company 
CHAS. D. PEARCE, President LOUISVILLE, KY. 


Southwestern Casualty 
INSURANCE COMPANY 


SAN ANTONIO, TEXAS. 


Capital and Surplus $290,000.00 


President, T. A. COLEMAN 
Vice President and General Manager, HOMER EADS 








Agents wanted everywhere in the State of Texas, for 
Accident, Plate-Glass, Burglary and Bonding Lines. 




















Scranton Life Insurance Co. 


JAMES S. McANULTY, President 


HAS GOOD TERRITORY TO OFFER LIVE 
AGENTS WHO CAN MAKE GOOD 





$808,557 OO 
$383,875 00 
Capital $300,000 00 
SURPLUS $81,563 OO 


Address WM. E. NAPIER, Secretary 
SCRANTON, PA. 














VALUABLE AND EFFECTIVE 
CANVASSING LITERATURE 


—FOoOR-— 


LIFE INSURANCE AGENTS 
“REBATING VOIDS THE POLICY” 


‘*Rebater and Assured Liable to Fine and Imprisonment ”’ 
Price $10.00 per 1,000; $1.50 per 100; 90c. per dU 


“A BANKING PROPOSITION or TWO METHODS OF SAYING” 


Price $4.00 per 1,000; $2.50 per 500; $1.00 per 100 


“DO RICH MEN NEED LIFE INSURANCE?” 


Giving Effective Answers in the affirmative 
Price $1.50 per 100; 90c. per 50 


“A STORY OF TWO PYRAMIDS” 


Illustrating the Difference Between the Legal Reserve and Assess- 
ment Plans of Life Insurance 
Price $10.00 per 1,000; $6.00 per 500; $1.50 per 100 


“A SERIES OF APOLOGIES by the ROYAL ARCANUM” 


Price $4.00 per 1,000; $2.50 per 500; $1.00 per 100 


“COUNTER CONSIDERATIONS ” 


Insurance for Property and Life 
Price $4.00 per 1,000; $2.50 per 500; 75c. per 100 


The above pamphlets are productions of articles appearing 
in past issues of THE EASTERN UNDERWRITER, or for which 
we are agents. 

Samples of any or all of the above sent upon receipt of 25c. 
postage. 

Address THE EASTERN UNDERWRITER CO. 
105 William St., New York City 

















